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COVER: R. L. Sweet Lumber Co., Kansas 
City, Mo., designed its yard expressly for 
materials handling equipment—three lifts, 
two carriers and 20 trucks. Types of 
equipment being used by other yards 
are described on Page 472. 
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KEY-IN-KNOB 


hicod to sell./ 


Here is a feature-packed sales leader of the 
Dexter Line. Top quality, backed by the 
famed Dexter Lifetime Guarantee — at a 
popular price! Available Master Keyed 
at slight additional cost. May be ordered 
Master Keyed or Keyed alike with any other 
Dexter Disc Tumbler Sets. Write for a 
Dexter factory representative to callon you. 





KNOBS REINFORCED WITH STEEL. LIFETIME GUARANTEED. 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 


Mensfectaru yf Clmeciei Qeiginal Tibilte Lacks 


in Canada: Dexter Lock Canada itd., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V. 
Monterrey, Nuevo Leon 





acme sliding door frames for standard 4" stud walls 


completely packaged sliding door hardware 


Acme frames are manufactured 
only by mills dealing directly 
with the factory. They come 
completely packaged including 
face jamb and split jamb. 


teed for the life of the building 


quickly assembled 
Three parts only — 

easily put together and 
set in rough stud wall. 





M 
acme 
e - 
Sliding door 
strong frame ria 
Heavy gauge angle iron : “A , : frames 


stiffeners guarantee 





rigidity of split jamb. 


Strong galvanized steel .3 e4 4 put money 
track has already been 


installed at the mill. 


in my pocket” 


rubber wheel 


natural rubber 

The graphite core 
eliminates the need for 
lubrication and guarantees 
smooth, quiet operation. 
100° natural rubber 

face provides 


graphite core 


nickel plated steel bearing manent resiliency. 


simple adjustment 


Quick adjustment is 
made by means of the 
threaded eyebolt. 

The machine screw with 
lock washer locks hanger 
to the plate—cannot 

get out of adjustment. 


ACME APPLIANCE MANUFACTURING COMPANY 


35 SOUTH RAYMOND AVENUE + PASADENA 1, CALIFORNIA 
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AWWI Seal Products 
Meet New Standard 
For complete information about the 
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Institute Seal of 


Approval appearing on 
double-hung wood 
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windows means that the wood 
window unit that bears it equals 
or exceeds the new U. S. ap- 


proved Commercial Standard 
in all respects. 
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WASHINGTON REPORT 





Cole Appointment as Housing Administrator Hailed by Building Industry 


The Senate Banking and Cur- 
rency Committee voted 13 to 2 to 
approve the nomination of Albert 
M. Cole, former Congressman from 
Kansas, as Administrator of the 
Housing and Home Finance 
Agency 

Mr. Cole is a native son of Mis- 
souri; but when he was about eight 
he went with his family to Kansas 
and has been a Sunflower by adop- 
tion ever since. He holds a law 
degree from the University of Chi- 
cago, was for two terms county at- 
torney of Jackson county, Kansas, 
served as city attorney of Holton, 
and in 1941 began his legislative 
career as State Senator. He was 
a Member of Congress for eight 
years; representing the First Kan- 
sas District in the House. 

The appointee has the cordial ap- 
proval of the NRLDA for this of- 
fice. While he served in the House 
of Representatives Mr. Cole was a 
member of the Banking and Cur- 
rency Committee and so has a wide 
knowledge of national home con- 
struction problems. 

In general, he takes a dim view 
of public housing; as the organized 
lumber and building materials in- 
dustry does also. But he told the 
Senate Committee that of course 
he’d carry through whatever pro- 
gram Congress gave him to do. 
Like the building industry, Mr. Cole 
recognizes the need for low-rent 
housing for low-income people. But 
his objections to public housing, 


R. M. FOLEY 
Retiring Housing Official 


like those of the industry, have had 
to do with the particular forms 
which Federal public housing pol- 
icies have taken these recent years. 


Some opposition 


There has been some Senatorial 
opposition to Mr. Cole, among the 
Solons who favor making Uncle 
Sam a public- housing engineer 
and builder on a grand scale. They 
feared his consistent record of vot- 
ing in Congress to reduce public 
housing to token figures, if the 
whole project couldn’t be lifted 
completely out of pending legisla- 
tion, might have conditioned him 
against all forms of low-cost hous- 
ing. 

His friends say that of course 
this is not true; that he’ll put into 
effect, faithfully and fully, all the 
policies designated by Congress; 
also that he’s fully capable of com- 
ing up with workable plans for Fed- 
eral encouragement of privately- 
owned rental housing for low-in- 
come people. They expect him to 
do just that. 


Foley applauded 


Raymond M. Foley, resigning as 
HHFA Administrator, has been a 
good friend of this industry. Chair- 
man Jesse P. Wolcott, of the House 
Banking and Currency Committee, 
said the following pleasant goodby 
to Mr. Foley: “You have done a 


Rachrach Photo 
A. M. COLE 
New HHFA Head 


Varch 


»? 


splendid job through the years. We 
are sorry you have submitted your 
reisgnation, and sorrier, perhaps, 
that you aren't a Republican. I 
think it is the sentiment of this 
committee that if there were more 
bureaucrats like you there would 
be less criticism in Congress of 
bureaucrats.” 


Controls freeze 


Two matters of interest to this 
industry, pending in Congress: 

Controls: Most citizens have ex- 
pected price and wage controls to 
sink without trace; and no great 
number seem interested in stand- 
by arrangements. However, the 
Senate Banking and Currency Com- 
mittee has been holding hearings 
on the subject. 

Chairman Capehart at first fav- 
ored the stand-by idea; but when 
little enthusiasm developed for it 
in the Senate, the Chairman shifted 
to the policy of a temporary freeze 
of prices and wages, to give Con- 
gress time to enact special legisla- 
tion in the event of a national cri- 
sis. An informal check indicates 
that as of this writing the Commit- 
tee favors the Capehart freeze bill 
by twelve to three. That could 
change without notice. 


Oppose restraints 


One objection on the part of 
business to freeze legislation on a 
stand-by basis is that it’s always 
an urge to push prices as high as 
they'll go and to keep them high. 

To avoid being caught by a 
freeze while in such a dip, a com- 
pany will keep its prices high, 
sometimes even to the extent of 
avoiding clearance sales. 

Business leaders are of the opin- 
ion that if the situation is let alone, 
even in the event of a national cri- 
sis, the restraints existing in the 
markets themselves will hold prices 
level. Those restraints, as of now, 
consists of high inventories and 
high production capacities. They’re 
likely to remain high and to make 
a bum out of the black-market 
idea. Finally, it’s usually a tough 
job to fix up smart legislation for 
a future crisis whose conditions 
can't be known in advance. 
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Probes these electrolytic action the re a is 
g rhard surface that will last a lifetime. The 















SATURN 
OVER 
RIVIERA 


A Schlage sales-making combination! 







NATIONAL %) COUNTER DISPLAYS COLORFUL 
MOV ERTISING TRRMMAMIID ikcantacing reeitance of Lucor Seti enapsnntsapie 


Thousands of architects 
and builders are reading 
about Schlage Luster 
Sealed alumi- 
num locks in 
leading trade 
journals. 


Sales literature and 
envelope stuffers 
will help do part of 
your pon Pa job. 


aluminum to corrosion. Lock mounts 

display Luster 

+h ‘ Sealed aluminum 

; locks where cus- 

tomers can see 
and try them. 








Now — available 
or prompt delivery 


Schlage locks with 
Luster 


The name SCHLAGE identifies you as a 


dealer in quality builders’ hardwore are oe 


Sealed surface are now 
being Produced in sufficient 
avantities for prompt 
delivery to all,parts 

of the country, 





AMERICA’S MOST PREFERRED LO 


Sch > 
chlage Lock Company, 220) Bayshore Boulevard 
Schlage Lock Company of Can 


cK 
feed See your nearest Schlage 
ada Ltd Vancouver BC ” . 









e : 
An adaptation of Alcoa's Alumilite Process. 





Which Bundle 
Would You Buy? 


Fitite Shake Quality 
Starts with selected Certigrades 


lo produce an exceptionally good cedar shake, the makers of Fitites demand and pay 
for something more than “the best” Certigrade cedar shingles. We consider the 
careful purchase of special shingle stock the essential difference that makes the Fitite 
Shake name so well respected by retail lumber dealers and their builder customers 
Of course we use No. | Certigrade Shingles exclusively; but we 





make it our business 
to know which mills produce the exceptional number one shingles, wider shingles 
that produce extra wide Fitite Shakes .. . lighter cedar that gives Fitite Shakes more 
consistent color, carton by carton 





By using better raw material, color coating with our own Stayon stains created in 
our own plant, and by drying Fitite Shakes in the open air. we are 


confident that we 
offer the finest pre-stained cedar shake available today 


Have you compared Fitite Shakes with the others? Your 


mquiries are cordially 
invited 


WHOLESALERS ATTENTION: If you are interested in the sale and distri 


bution of our quality line of pre-stained shakes, write immediately to: 


COLONIAL CEDAR COMPANY, INC. 


600 WEST NICKERSON STREET e SEATTLE 99, WASHINGTON 
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NEWS BRIEFS 








GI interest rate question boiling . . . as Congressional committees 
discuss the matter. Two separate hearings have produced significant evi- 
dence which should convince Administration leaders that the present 4% 
VA rate is unrealistic. 

Veteran’s groups oppose rate boost .. . but admit privately that 
there is widespread shortage of investment capital for 49% GI mortgages. 
The veteran's housing program faces virtual shutdown, as far as private 
financing is concerned, unless the rate is raised soon. 


VA loans below par... and that's in 28 cities covered by a recent 
National Association of Home Builders telegraphic survey of members. 
When VA money can be found, the mortgages are discounted at anywhere 
from 2 to 71% points. Down payments are frequently double the VA 
minimum, the survey revealed. At Indianapolis, an area of 500,000 people, 
only 71 loans were completed in January. 

Warranty program in offing . . . and the plan has gained wider bi- 
partisan support in Congress. The Rain’s warranty bill (H.R. 2745) has 
been referred to the House Banking and Currency Committee for study, 
but no hearings have yet been scheduled. Proponents say they have no 
desire to impose an unworkable arrangement upon the home building 
industry. 

Housing investigation launched . . . and a special committee has been 
appointed to study waste and inefficiency in the Federal housing agencies. 
The investigation will include not only the public housing program and 
projects, but the entire operation of all the agencies under HHFA. 

Veteran’s affairs committee active . . . in connection with the present 
shortage of VA financing. Congressman William H. Ayres, @hairman, of 
the committee, has announced that he will conduct am iaveSfigation of 
housing in Akron, Cleveland, Cincinnati, Toledo, and Washington, D.C. 
He is primarily interested in the facts on financing but he also stated 
that he intends to look into allegedly “shoddy” housing and inflated VA 
appraisals. 

Lower priced homes unlikely . and the reason is basically labor 
costs. The index of union hourly wage rates of the building trades showed 
an increase of 5.8°, from January 1952 to January 1953. 

January starts above last year .. . with a final total of 71,000 units. 
This is 9% over last January's 64,900 starts but well below January 
1951’s 85,900 homes. The current adjusted total for 1952 is 1,131,000, of 
which 57,800 were public housing. The industry still estimates on building 
one million units in 1953, assuming adjustments are made in mortgage 
interest rates. 

Latest decontrol “package” announced . . . and it includes many prod- 
ucts of interest to building material dealers. Decontrolled are such major 
household appliances as ranges, refrigerators, home and farm freezers, 
dishwashers, clothes washers, driers and ironers; also home hot water 
heaters, steel kitchen cabinets and electric garbage disposers. 

Many items are still controlled . . . and the list covers waste dis- 
posal units, hot water heaters, and the bulk of builders hardware, includ- 
ing nails, hinges, locks, brackets and electrical wiring supplies of all kinds 
such as wire cable and wall plugs. 

Basic iron and steel products still on . . . and it’s a long list. Fabri- 
cated structural steel and ornamental metal work, metal doors, sash, 
frames, molding, and trim, metal lath and reinforcing bars are included. 
No. 2 heating oil is also under price control. 

Personal income high . . . and running at a annual rate of $280.5 
billion. This pace was about the same as December's, but was 6% higher 
than in January 1952. Wages and salaries were $67 billion, slightly 
below the preceding month. 

Order backlogs rising . .. and in January were up $400 million to 
$72.9 billion. This was $6.1 billion more than a year ago. 

Copper shortage ending . . . as foreign imports increase. Most of the 
extra supply will come from British Empire sources because of declining 
European demand. Rhodesia, for example, will ship 13,000 tons of cop- 
per here during the second quarter. 
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Eisenhower Signs 
Title | Bill 


President Eisenhower has signed 
a bill authorizing the government 
to insure an additional $500 million 
worth of loans for the mainte- 
nance and repair of homes. 

The bill raises from $1,250,000,- 
000 to $1,750,000,000 the ceiling on 
the Federal Housing Administra- 
tion’s authority to insure the loans. 
The previous amount had been 
nearly exhausted. 

There is now a backlog of appli- 
cations for about $200,000,000 
worth of loans. 


Taft Hints 
Housing Shakeup 


Senator Taft has hinted that the 
adminstration may dismember the 
sprawling Housing and Home Fi- 
nance Agency and transfer some of 
its functions to other departments. 

For example, the Senate leader 
declared, many think the Federal 
Housing administration and the 
Home Loan Bank Board should be 
given to the Treasury, and public 
hqusing to the Federal Security 
Agency. 

The possibility of such a housing 
shakeup was suggested during Sen- 
ate debate on the nomination of 
former Rep. Albert M. Cole of 
Kansas to head the HHFA. The 
nomination was confirmed 64 to 18, 
after some Democrats criticized the 
appointment because of Mr. Cole’s 
avowed opposition to public hous- 
ing. 

Despite that opposition, however, 
Seantor Taft told his colleagues he 
could assure them the Cole appoint- 
ment “is in no way a repudiation 
of the present housing policy.” 

Leads the opposition. Fighting, 
Mr. Cole, Senator Humphrey (D. 
Minn.) complained that putting the 
ex-Kansas lawmaker in charge of 
public housing was “like putting 
the fox in charge of the chicken 
zoop.”” Mr. Humphrey charged 
that the Cole appointment amount- 
ed to a back door repeal of the pub- 
lic housing law. 

Senator Sparkman (D. Ala.) 
asked Mr. Taft whether he favors 
the suggested shakeup of the hous- 
ing agencies. “I think it’s some- 
thing that ought to be studied,” 
Mr. Taft replied. 


Give your plywood profits 


BUILDING = 
MATERIALGS 
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Plastic-Faced Plywood 


It has the structural strength and easy workability of plywood... it has the hard, 
smooth surface toughness of modern plastics. GPX is made from top-quality Douglas 
Fir Plywood surfaced with phenolic resin plastic under heat and pressure. The result is 
a versatile material with exceptional profit opportunities for you. 


GPX outperforms other materials in more than sixty . GPX Concrete Form Grade — 

different applications. For each of these applications re-used up to 50 times prove - 
there are prospects right in your own community. wild - 
You can make them your customers if you show them - GPX General Use Grade “a Rg; 
how GPX can do a better job at less cost. Look: for resists wear without refinishing _ 

this profitable extra business with builders, home- GPX GREEN Paint Grade — 

owners, farmers, concrete form users, foundries for engineered for painting 
match plates, all types of industrials for tables, 

benches, lockers, furniture and display manufac- 
turers, chemical plants, trailer and freight car manu- 
facturers, tanneries for drying boards, manufacturers 
of humidity chambers and many, many more. Your 
G-P representative will help you uncover these new 


Display a panel of 
customers and profits. Call him today. 


GPX Plastic-Faced 
Plywood in your show- 
room. Many dealers 
have created interest 
GPX not only gives you more sales . . . but bigger and Profitable sales 
dollar sales with a higher profit for you. GPX is a in this easy way. 
premium plywood offering premium profits for you 

plus premium performance for your customers... 

performance that builds repeat business and brings 

customers back again and again. Call your G-P 

representative today. Don’t miss out on these extra 

profits in your area. 
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forts will be made to get rid of a 
lot of other so-called independent 
agencies. 

The Ohio legislator told the Sen- 
ate he had talked personally with 
Mr. Cole before his nomination was 
announced and had warned him he 
may be going back to Capitol Hill 
before long to recommend elimina- 
tion of his own job. Mr. Taft re- 
ported that Mr. Cole will have to go 
over the whole housing setup with 
the idea of recommending a shake- 
up. 

Powers Limited. Whatever 
changes were proposed presumably 


would go to Capitol Hill as reor- 
ganization plans under the Govern- 
mental reorganization law which 
Congress has just extended for two 
years. 


Veach Receives 
Hardwood Award 


John B. Veach, president Hard- 
wood Corp. of America, Asheville, 
N.C., was named recipient of the 
“Hardwod Industry Man of the 
Year Award” at the annual con- 
vention of the Southern Hardwood 
Producers, Inc., in New Orleans, 


What is your 


BIG NEW 
MARKET ?? 


As the Market 
goes so goes the 


SALE!! 


THE “DO-IT-YOURSELF” TREND 


is the fastest growing market for building products as you know. 
FIBARLITE offers you a proven SERVICE AND SALES PROGRAM aimed 

directly and dramatically at the home owner through national advertising. 
When your customers buy FIBARLITE and install it themselves they save 


money and YOU MAKE PROFIT. 


HO W ? Show your customers how to use the products you sell them. 
With FIBARLITE, offer a realistic retail price of 85¢ per sq. 


ft. Each walk-in sale can mean $50.00 to $200.00 to you. 


With our “How-To-Do-It” sales presentation using concise, vivid construc- 
tion details and the model which we provide, you will create interest and 


increase your sales. 


Take advantage of FIBARLITE’s non-stocking, factory-direct dealer 
service program. Write today for your complimentary copy of — 


“Construction Magic” 


Translucent Corrugated Panels 


Sas a 


FIBARLITESCORP. 


602 North San Vicente Boulévard FENCING 


GLAZING 
ROOFING 


by 


SIDING 


Los Angeles 46, California 


La., on February 26 and 27. The 
plaque of figured red gum was pre- 
sented by association president 
W. M. Hallett, Jr. 

This award was established late 
in 1952 by the Southern Hardwood 
Producers, Inc., and is given to the 
person who, in the opinion of the 
award committee, has made the 
most valuable contribution to the 
general wefare of the hardwood in- 
dustry of the United States. 

President Hallett, in announcing 
the decision of the award commit- 
tee, stated that Mr. Veach was se- 
lected from a list of several can- 
didates because of his outstanding 
service as the principal organizer 
and first chairman of the Hard- 
wood Industry Defense Committee. 

In addition, Mr. Veach is Chair- 
man of the Board of the National 
Lumber Manufacturers Associa- 
tion, Chairman of the Lumber Sur- 
vey Committee, and Lumber Ad- 
visor to the Munitions Board. He is 
currently a member of the Lumber 
Advisory Committee of the Nation- 
al Security Resources Board, direc- 
tor of the National Hardwood Lum- 
ber Association, trustee of the 
American Forest Products Indus- 
tries and has served many times as 
consultant to the Corps of Engi- 
neers on hardwood lumber procure- 
ment. 


BLS Figures Show 
Drop in Building 

Government sources estimated 
that all new construction expendi- 
tures during last month totaled 
$2,190 million, a less than seasonal 
decline from the January figure of 
$2,308 million. 

The Bureau of Labor Statistics- 
Department of Commerce’s month- 
ly construction expenditure figures 
revealed that the February figure 
was about 5% below that of Jan- 
uary, and 4% above February a 
year ago. 

BLS figures showed that $1,558 
million was spent an all new pri- 
vate construction last month, 
which is a decline of 3% from the 
previous month. The drop in pri- 
vate residential construction from 
$818 million in January to $760 
million in February was due mainly 
to the decline in this type of build- 
ing activity during the winter 
months, the Bureau added. 

Private nonresidential construc- 
tion accounted for $406 million of 
the total, said BLS, with $85 mil- 
lion spent on industrial construc- 
tion and $105 million on commer- 
cial. 
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BUILDING 


What a package of prornotion 
, to boost your IQ53 sales of 


Balsam-Wool anc 
Nu-Wood! 





/ 


get all the facts... find out how Balsam-Wool* and 


Nu-Wood* can help you make 
“REG U.S PAT: OFF 1953 a banner sales year! 


WOOD CONVERSION COMPANY 


120-233 First National Bank Building 
St. Paul 1, Minnesota 
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Sell More Paint... 


with Pitkeburght Businese Building 





Contains 151 Matching 
Colers of WALLHIDE 
Rubberized Satin Fin- 
ish and New SATINHIDE 
Enamel 


Colors shown in Pitts- 
burgh’s new MASTER 
COLOR GUIDE 
range from delicate 
pastels to rich, dra- 
matic tones—provid- 
ing the basis for many 
thousands of attractive 
and distinctive color 
arrangements. 


G PAINTS + GLASS CHEMICALS BRUSHES + PLASTICS FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
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A simple and accurate 
system of color selection 
your customers can understand and use 





@ Here's BIGNEWS... IMPORTANT NEWS! Pittsburgh has 
developed a new MASTER COLOR GUIDE. Dealers who 
have seen and used it acclaim it the most comprehensive and 
easiest-to-use manual of its kind. It brings more prospective 
buyers to their stores—makes more sales—increases profits. 
@ This MASTER COLOR GUIDE contains several complete 
sets of large chips of all the 150 colors and white in which 
WALLHIDE Rubberized Satin Finish and its new trim-mate, 

Handy Take-Home Color Samples SATINHIDE Enamel, are available. 
@ The new COLOR CHIP BOOK con- 


tains samples for prospective customers. @ One section of this handy book groups these hues by 
Also included in this book is a table which color families, with practical suggestions for several basic 
gives proper proportions for achieving . 
Sealed shades tn eidean eablianienY a Ant patterns of color harmonies that include carpet, drapery and 
HIDE or new SATINHIDE Enamel. other furnishings as well as walls and woodwork. Another 
section has several sets of large color chips that can be 
. arranged for easy inspection. An accompanying COLOR 
f ~ ha CHIP BOOK contains perforated samples that can easily 
Beautiful Booklet of |. a be removed and given to customers for further consideration. 
COLOR DYNAMICS Pie >. @ You can purchase both the MASTER COLOR GUIDE 
Suggestions ma | he and COLOR CHIP BOOK at nominal cost. Pittsburgh also 











hee . supplies FREE to its dealers a giant-size wall hanger on 
a grates foe grat which all of these colors are displayed. 

dealers is a com- te @ This new color service is featured this spring in all 
mam 4 —_ Loy ae ™ national advertising of WALLHIDE Rubberized Satin Finish. 
a Chan hin ee Prospects will be directed to Pittsburgh Paint dealers’ 
to use COLOR DYNAMICS in the ° 

home. The 1953 edition is bigger, stores to use this MASTER COLOR GUIDE. If you are 
more cog Ne penyty and attractive interested in the additional sales and profits this campaign 
than ever. Used as a mailing piece or will bring to your store, send the coupon below. 

on your sales counter, it Can produce 

many additional sales. 








MAIL THIS COUPOR TODAY! 
— ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee oe Ge Ge ee Ge ae 
Pittsburgh Plate Gless Compeny 
Paint Division, Dept. AL-33, Pittsburgh 22, Pu. 





lami d in more ¢ lete details of your new MASTER COLOR GUIDE 
and COLOR CHIP BOOK. 


Name 








Teday’s Decorating Trends! ~ ees ees 
OEE. NEE SUE 
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Public construction expenditures, 
totaling $632 million last month, 
represented a decline of about 8% 
from the previous month, BLS 
stated. Sharpest decline in this 
category came in highway con- 
struction. Preliminary figures 
showed a drop of from $105 million 
in January to $95 million in Feb- 
ruary. Money spent on military 
and naval facilities also declined 
from $105 million in January to 
$95 million last month. 

Most all categories except pub- 
lic housing however, showed an in- 
crease over the figures for Febru- 
ary a year ago. The decline in pub- 


lic housing is due mainly to the 
reduced statutory limit recently 
placed on this type of construc- 
tion by Congress, BLS commented. 


Costs Drop 5% 
In Eastern States 


Building construction costs in 30 
sampling cities in eight Northeast- 
ern states have dropped 5% in the 
most recent six months’ period. 
This is the same drop as reported 
earlier for 16 sampling areas in the 
Metropolitan New York and New 
Jersey area and for 16 additional 





The Lumbermen's Underwriting 
Alliance is your insurance source. 


Founded 47 years ago exclusively 


for the protection of lumbermen, the 
Lumbermen's Underwriting Alliance 


provides dependable protection 
against fire at reasonable cost. 


The broad experience and knowledge 


of your business gained through 
nearly a half century of friendly 
service to lumbermen means 
better protection. 


/ 

















Write us for complete information. 


a 
FIRE PREVENTION 
Sub-standard 
home made heating 








units invite fire 
Check your heating 
systems before cold 


weather sets in 


f 
see Yy, 
umbemens (PH nwuling Hd lance 
U. $. EPPERSON UNDERWRITING COMPANY, Manager 
J. J. LYNN, President 
Home Office: 1000 R. A. Long Bidg., Kansas City 6, Mo. 


va 


509 Terminal Sales Bldg. 
Portland, Oregon 


616 Royster Bidg. 
Norfolk, Virginia 


March 


sampling areas in the New Eng- 
land states, says Myron L. Mat- 
thews in the Dow Service Daily 
Building Reports. Thus 62 cities in 
15 Northeastern states show a uni- 
form reduction in the cost to build 
over the last half year. 

The most recent half-year de- 
crease in costs in this area is due 
almost entirely to the 50% retire- 
ment of a 10% charge added two 
years ago in Dow Service Cost In- 
dexes to reflect the contingencies 
then general for contractors’ cush- 
ions against rising prices, material 
scarcities, the need to use up-grad- 
ed and up-priced substitutes, etc. 
It is not currently clear whether 
the balance of the two-year old in- 
flation contingency will rate a de- 
duction entirely, or in part, later 
on this year, or whether it will 
need to be carried into 1954. Pres- 
ent indications, however, are that 
iit can be removed in the fall but 
this will depend upon a measure- 
ment of experiences still to be en- 
countered in the coming building 
season. 

Materials are weak, so far as the 
price structure is concerned, hav- 
ing registered a fractional decrease 
for the last half year. However, 
this is not enough to be carried 
into the totals and so the survey 
shows no change. The 12 year in- 
crease in the items in the material 
price basket used for sampling pur- 
poses is up 126%, making the pur- 
chasing power of the building ma- 
terial dollar 44¢. Materials in gen- 
eral cost about 14% more than for 
identical materials in the New 
York-New Jersey area. Labor has 
scored an increase for the most 
recent six months of 1%. This add- 
ed to the increase for the earlier 
half-year totals 6% for the year. 
The 12 year increase is 106%. Not- 
withstanding this increase, build- 
ing trades labor generally in these 
states is 15% cheaper than in New 
York City. 


Creedon Renamed 
To Defense Post 


Frank R. Creedon has been re- 
named director of installations by 
Defense Secretary Charles Wilson, 
ending speculation on whether or 
not the new Republican armed serv- 
ices chief would keep Creedon in 
the office. 

This clearance gives to Creedon 
a clear path for pursuing his ob- 
jectives of a more uniform con- 
struction policy for Army, Navy 
and Air Force. He has made a 


>? 
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Windows are becoming bigger and bigger in 


today’s new homes. People want them that 
Way 


That spells N-E-W O-P-P-O-R-T-U-N- 
1-T-Y for you, because big windows should 
be double glazed for comfort and fuel saving. 
Unless you’re selling double glazing, you’re 
missing extra profit. 


aon en 


oe, 
we 


The most-advertised, best-known sealed 
double glazing is Thermopane* insulating 
glass. National advertising keeps 7 hermopane 
ahead— makes it easier for you to sell. Order 
a stock of most-used sizes of Thermopane from 
your L:O-F Distributor so you can realize 
bigger dollar profits on today’s bigger win- 
dow market. Line up a supply of sash for 
Thermopane standard sizes——fixed sash and 
ventilating sash 

Your L:O-F Glass Distributor will help 
you set yourself up to handle bigger window 
business. 7Thermopane keeps on growing in de- 
mand year after year. Why not make you 
window business grow with it? Mail ‘the 
coupon for full information 


Libbey Owens Ford Gioss Company 


Lo, ( 533 Nicholas Building, Toledo 3, Ohio 
32 Please send me complete information on Thermopane and types of sash for it 


INSULATING GLASS 


(Please Print) 
Other L-O-F Products: Plate Glass « Window Glass * Safety Glass 


Tuf-fiex* Tempered Plate Glass * Vitrolite* Glass Paneling 
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lot of progress toward this goal 
on paper since his appointment by 
former Defense Secretary Lovett 
last year. But he has met with a 
great deal of stiff opposition from 
planners in the three services who 
want to continue the status quo as 
far as broad construction programs 
are concerned. m 
Creedon stated that he now is 
confident he will get his planning 
standards cleared and ready for is- 
suance “in the near future.’’ These 
standards, the first major work of 
the office, have been in finished 
form for weeks but could not be 
published because of intra-agency 
objections, it was understood. 


Pick Frame Homes 
For A-Bomb Test 


Two typical frame houses, with 
differing bomb shelters in their 
basements, were subjected to A- 
bomb testing at the Atomic Ener- 
gy Commision’s Las Vegas, Ne- 
vada, proving grounds March 17. 

The two-story structures were 
erected for the test without util- 
ities, but they will be furnished 
with surplus government furniture. 

Federal Civil Defense Adminis- 
tration, who supervised this part 
of the A-bomb run, were assisted 
by the American Institute of 








Architects in selecting these types 
of dwellings for the test. The nu- 
clear device used released ener- 
gies equal to about 15,000 tons of 
TNT, it was said. This is somewhat 
lower than the 20,000 tons re- 
leased by nominal bombs fired at 
Hiroshima and Nagasaki, FDCA 
explained. 

The frame structures were erect- 
ed at different distances from 
“ground zero,” point of discharge. 
They were selected from several 
standard American designs with 
the help of AIA representatives. 


Peak Demand 
For Oak Flooring 


Demand for oak flooring during 
1952 was even greater in propor- 
tion to new housing construction 
than in the record home building 
year of 1950, it has been announced 
by secretary Henry H. Willins of 
the National Oak Flooring Manu- 
facturers’ Association. 

He reported that in the southern 
and Appalachian regions, source of 
more than 90% of the nation’s en- 
tire hardwood flooring supply, ship- 
ments were the second highest in 
history. They totaled 957,647,000 
board feet, all but about 5% of 
which consisted of oak, which is 
used principally in homes. 

“This output,” said Willins, ‘“rep- 
resents a drop of only 612% from 
the 1950 peak of 1,025,763,000 feet. 
Housing starts of 1,131,300, how- 
ever were off 10% from the 1,396,- 
000 units reported in 1950. 

“Analyzed in terms of shipments 
per dwelling unit, the output is 
seen as further evidence of the 
growing popularity of oak floors 
among home builders and buyers. 
To some extent, too, it reflects the 
fact that in 1950 there was a larger 
carry-over of unfininshed houses 
than in 1952. The oak flooring 
required for completion of many 
late 1950 housing starts actually 
was not shipped until 1951. 


“The record shipments in 1950 
were equivalent to 734 board feet 
for each of the housing starts that 
year. With 19% fewer homes start- 
ed in 1952, shipments were equal 
to 846.5 feet per dwelling unit. 
Thus, in relation to the market po- 
tential, demand was 15% greater. 

“A tabulation of shipments for 
the first four weeks of this year 
indicates that demand will hold 
firm during 1953, assuming that 
housing construction materializes 
in the volume expected. 


“Shipments for the period to- 
taled nearly 75 millien board feet, 
approximately 17% above those 
for the corresponding period in 
in 1952. The weekly average was 
nearly 2% higher than that for the 
whole of 1952. This is significant, 
inasmuch as output normally is 
lower in January than in the 
spring, summer and fall months.” 


Proposes New Law 
For Building Labor 


Richard L. Gray, president of 
the Building and Construction 
Trades Dept. of the American Fed- 
eration of Labor has proposed that 
the construction industry might be 
better off entirely outside the prov- 
ince of the federal labor-manage- 
ment relations law. 

This important stand was taken 
when Gray spoke to a meeting of 
the Construction Industry Advis- 
ory Council of the U. S. Chamber 
of Commerce. 

Gray said he thought the build- 
ing industry would be better off 
if it were treated like the child wel- 
fare and some other programs that 
are left more to state administra- 
tion than to federal guidance. 

This new approach was suggest- 
ed as a possible solution to the 
present conflicting situation which 
“must be corected.”” Gray termed 
the present setup under the Taft- 
Hartley law, as it applies to the 
construction trades, ‘‘a truly tragic 
and shameful indictment.” The 
National Labor Relations Board, 
he added, often is powerless to in- 
voke its own decisions. 

He said that 99% of the trouble 
between employers and their labor 
is due to a lack of understanding 
by both parties. 


Woodwork Jobbers 
Change Meeting Date 


Woodwork Jobbers Service Bu- 
reau 1953 annual meeting will be 
held, as previously announced, in 
New York City at the Statler Ho- 
tel. The dates, however, are an- 
nounced as changed from Septem- 
ber 8, 9, 10 to September 14, 15, 16. 

This change makes it feasible for 
friends of the Bureau in the east, 
who are of the Jewish faith and 
who like to come to WPSB annual 
meetings, to attend without con- 
flict with observance of Jewish 
New Year’s Day which falls on 
September 10th, beginning official- 
ly on the evening of the 9th. 
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ationally Advertised 
with YOU in mind! 


: z "——~ « New home construction and remodeling featured! 
* Prospects are directed to dealers... 


means pre-sold prospects — more store traffic ! 


Cash in on this big campaign. Selling aids which pave 
the way to easier, profitable sales include: Interior 
Shingle Displays, Sample Color Fans, House Beau- 
tiful Counter Cards, Newspaper Mats, Radio Spots, 
Full Color 6-Page Folders, Self-Mailers and Envelope 
Stuffers, ALL FREE! This campaign means more 
sales for you... use these free sales ma- 

terials to sell Dua-Laps . .. America’s 

quality shingle. 


Pre-stained Dua-Laps (available in 9 colors) are ready “| SELL THE SHINGLE THAT SELLS 
for application, Double coursing gives double insula FOR ME” . . . HOW ABOUT YOU? 


tion, double beauty. Lower grade undercourse offers 
extra economy. Perfect for remodeling. Can be ap 


plied over old siding, blends with any type archi Call your distributor now or mail coupon 
tecture, to cash in on big national promotion! 





| Yes . . . Deal me in on Dua-Laps National Promotion. 
Send me more information about 
FREE TIE-IN MATERIAL FOR MY STORE, 


THE A ein STAINED SHINGLE CO, ! Se 


Store Name 
Spruce & Dennison, Columbus 8, Ohio | Title 





Address. : 
City a see State 





The American Stained Shingle Co., Spruce & Dennison, Columbus 8, Ohio 
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HOW 


does RED BRAND fence make more profits 


- —FOR DEALERS? 
Tashea® 


cooky FIRST...because the constantly increasing demand 
\ aucee by farmers for RED BRAND fence makes it a fast- 
turnover, steady-profit item for them. 


SECOND... because Keystone is continually building 
the sales potential of dealers through RADIO BROAD- 
CASTS, two and three times weekly—and through 
STATE and NATIONAL FARM MAGAZINES. 


THIRD... because Keystone’s extensive program of 
RED BRAND Practical Land Use merchandising, helps 
these dealers to sell not only RED BRAND fence, but, 
helps them to increase the net profits from all other 
parts of their business, as well. 


—FOR FARMERS? 


Farmers prefer and use more RED BRAND fence be- 
cause it gives them a longer-lasting, more economical 
fence value for their money. The savings they realize 
mean more profits for them in the long run. 


Farmers know that Keystone manufactures RED 
BRAND in their own mills with the right amount of 
copper in the steel wire to protect it from rust. They 
also know that Keystone “Galvanneals” RED BRAND 
for added protection against rust and corrosion. This 
double rust protection makes it a better fence buy for 
them. That's why farmers insist on RED BRAND 
fence—why dealers sell more of it, year after year. 


Then, too, farmers know, through the Broadcasts, 
Magazines and direct mail, that the way to get the in- 
formation about how Practical Land Use can increase 
their incomes is to see their RED BRAND dealers. 


















































~TtT-+ —4 

| } 
~+ 

oe a 


Pee 


WRITE FOR THE RED BRAND PRACTICAL LAND USE “PACKAGE” 
PROMOTION PLAN. IT TELLS YOU HOW TO INCREASE YOUR PROFITS 
THROUGH HELPING FARMERS INCREASE THEIR INCOMES. 


KEYSTONE STEEL & WIRE COMPANY Peoria 7, Illinois 


RED BRAND fence + Non-Climbable fence - Ornamental fence * Corn-Cribbing + Nails * Gates * Keystone Poultry Netting 
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NOW...new, super-swift NATURAL WOOD finishing systems 





ACME-SPEE =) = 


2 SEALERS—2 FINISHES 


5 MAJOR CUSTOMER ADVANTAGES 


TIMESAVING 
Both the Clear and Blonding Sealers can be 
recoated after 2 to 4 hours. 
EASY TO APPLY 
Can be rolled, brushed, sprayed or wiped onto 
paneled walls, woodwork, furniture, floors. 
LASTING BEAUTY 


All-alkyd, non-yellowing finishes seal and 
protect wood surfaces for years. 


COLORFUL ; [Yr Free OW-T0-00-IT 
Tints easily with oil colors to harmonize : BOOKLETS 


with any color scheme. FOR YOUR CUSTOMERS 
NATURAL FINISHES Covers, step-by-step, 16 recom- 


mended finishing methods, plus 
bleaching and staining of many 
woods. Easy to understand .. . 
less explaining for you to do, 


New, lasting, blonde or natural finishes for 
all woods. 


They’re here. The new, natural finishes 
you and your customers have long de- 
manded .. . especially formulated for 
plywoods, fine interior paneling and trim, 


. é = 774 eer es 

furniture and floors. fF na |° [“SPEE-D=DRY | 
; f 

Gives finishes so natural that the eye can Ween FLUHAES 
hardly distinguish between them and @® 
bare wood, or can be tinted with oil y) 
colors to harmonize with any color. Dur- 
able. Moisture-proof. Sell it for exteriors 


or interiors ... and make a 35% profit. 


Spee-D-Dry is of top-quality, fully-tested 
and backed to the hilt by Acme. Soon to 
be heavily backed by aggressive national 
advertising, too. Stock, sell and _ profit 
from Spee-D-Dry —it’s a natural! Write 
for details, or see your Acme jobber. 











ONLY 4 ITEMS TO STOCK as 


a 
(1) Clear Sealer and Primer—clear as water Pree SAMPLE PANEL WITH INITIAL STOCK ORDER 
(2) Blonding Wood Sealer—needs no wiping A convincing counter display 20” high, 12” wide, 
and showing 24 sample Spee-D-Dry finishes. 
(3) High Gloss Finish—tough, indoors or out 


(4) Dull Finish—gives hand-rubbed, satin effect 
Either sealer can be used with either finish for AC ME Q U A L | T Y PA I N T S I I N C ° 
any one or more of 16 marvelous new finishes. DETROIT 11, MICHIGAN 
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Balanced-Hinge 1 
both top and bottom for long life, 
easy opening and closing. 


Quiet, ''Sure-Stop” Slides carry 
door along track. Door can't 
“creep” away from fully open or 
closed positions. 


Shallow Metal Track, covered 
when door is closed. Almost 
invisible when door is open. 


Vinyl-Coated Fabric Covering, 
| durable, fade-resistant, easy to wash 
_ with just soap and water. 


More Folds Per Opening for 
better appearance. 


Vertical Steel Rods, two to each 
hinge, welded not crimped. 


Ne Beer wack to ceith det 
ond dirt. | 


"Sixes: 26”, 30”, 40”. Dnors can fe 


be used as pairs. 
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» » new SAMAK totdiog door 


YOUR MARKET’S RIPE... YOUR MARK-UP’S RIGHT 


Here’s the low-price, quality folding door that’s 
bound to become a “best seller’ overnight. Handle 
the new ‘“Spacemaster” and you're not only sure 
of full mark-up ... you’re sure of a startling in- 
crease in door sales, as well. 

Your Market's Ripe: For the first time in history 
“Spacemaster” doors make it possible for builders 
and contractors to offer all the space-saving, sales- 


stimulating advantages of folding doors—at a 
price that is equal to or even less than what they now 
figure on for conventional doors! 


Many home owners and builders, have long 
wanted to solve closure problems with folding 
doors but have hesitated because of cost. With 
“Spacemaster” you have the answer to that argu- 
ment, and you pocket the profit of extra door sales, 


THE ANSWER TO THE “SPACE PROBLEM” IN EVERY HOME 


More Work Space In Kitchens: 
Even the smallest kitchen be- 
comes more workable with 


Bigger Bedrooms in Minutes: 
Anyone can have a bigger bed- 
room—without costly remodel- 


Dead Corner Comes To Life: 
“Spacemaster"’ folding doors 
make living rooms larger, more 


able to accommodate additional 
chairs, table, corner cabinets. 


ing—when “Spacemaster” doors 
cover closet openings. More 
room to place furniture as desired. 


“Spacemaster” doors to free up 
space wasted by swinging doors. 


Powerful Promotion Pitched to 
Help You Pocket a Bigger Profit 


"Spacemaster" doors are easy 
to install. You can do it yourself 
in 15 minutes or less. All you 
need is a screwdriver. 





“Spacemaster” doors are backed by 
a strong promotional program to 
help you sell. Take advantage of 
this great opportunity for extra 
profits today. Call your “Modernfold” 
distributor or write us for details. 


nit NOW eeeeeeeenee eee eeeea eee eenee ee? 
—_—— New Castle Products 

Dept. 549, New Castle, Indiana 
fin! o be a 

Gentlemen: Give me full information on 
STUCEMAGIIR “Spacemaster” doors. 


SWS 


Company TETTTTTTTTI TTT TTL 


NEW CASTLE P| 
COPYRIGHTED NEW CASTLE PRODUCTS, 1953 


ee 


Address 


ert ert ete 
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4 powerful reasons why 


1953 CHEVROLET 


Advance-Design Trucks 
give you more of what you want 


MORE POWER—GREATER ECONOMY! Expect a wonderful advance 
in power, performance and economy in Chevrolet heavy-duty trucks! 
The great 1953 Loadmaster engine—standard on 5000, 6000 
Series, heavy-duty and forward control models, optional on 4000 
Series heavy-duty trucks—has a new high compression ratio of 7.1 
to 1, develops even more horsepower than at And the Thrift- 
master engine in light- and cas “wt duty models brings you tradi- 
tional Chevrolet economy. 


TRUCKS ENGINEERED FOR YOUR PAYLOADS! Chevrolet trucks are 
designed for the job they will do—engineered from tires to axle, 
springs, clutch and power plant to do that job with the greatest 
efficiency and lowest cost. You don’t waste money on too heavy a 
truck or too light a truck. You buy the right truck for your job! 


MORE STAMINA! More strength where strength counts most! 
In 1953, all Chevrolet trucks have stronger, brawnier, more rigid 
frames. They have heavier, sturdier construction that means a 
longer, lower-cost life for your truck. And they have new larger, 
safer, longer lasting brakes on many models, too! 


GREAT TRUCK FEATURES! In addition to the many NEW things 
you'll find in these 1953 Chevrolet trucks, you'll also find many 
great features yet unmatched by other makes of trucks. Features 
such as Flexi-Mounted Cabs, Unit-Designed Bodies, Ball-Gear 
Steering and many others help make Chevrolet Advance-Design 
trucks your greatest buy. Chevrolet Division of General Motors, 
Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTi-PANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING — for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 





A? 
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has nothing on Kinzua Ponde- 
8 Rinzua has sweated it out in the 
iperatures of modern dry kilns — 

and is better for it! 


You’ re better off if you select Kinzua Pon- 
derosa Pine products. 100°, kiln dried 
direct-from-the-saw, they’re checked for 
moisture content, accuracy of machine 
work and accuracy of grade. You can fill 
your requirements in a wide range of 
standard building or specialty items. 


Produced from select timber on Kinzua’s 
own tree-farm, Kinzua Pine is sealed in 
clean cars so that its soft, uniform texture 
and bright appearance are unimpaired 
upon arrival. Kinzua Pine products and 


every foot of lumber are sold ‘‘Quality 
Guaranteed.”” You and your customers 
are certain of satisfaction. 


Let us have your 


orders and inquiries 


Above: Looking down on kiln cars 
loaded with green lumber standing 
in front of the dry kiln, awaiting 
its turn. All stacking is automatic, 
and 100% of Kinzua Pine is kiln 


dr ied 


} -KINZUA PINE MILLS CO. 
mn. 9 WASP weed a-acre) 


MEMBER NATIONAL WOODWORK MERS. ASSN. INC. 


MEMBER WESTERN PINE ASSOCIATION 


BuILpInc Propucts MERCHANDISER 





NOW... HERES DRAMATIC 
PROOF THAT “HOME” BRINGS 


RESULTS! 


He real “proof of the pud- 
ding’—the news you've been 
94.8% of the 


dealers using HOME Maintenance 


waiting for 


& Improvement as their direct mail 
advertising program like the results 
HOME brings them so well that 
they want HOME again in 1953. 
This is a real testimonial of HOME'’s 
effectiveness Now you can be 94.8% 
positive that your company too can 
benefit from this tested proven adver 
using program that reaches into your 
and homes to 


customers prospects 


sell for you 


HOME SELLS EVERYTHING FROM 
“HOUSE JOBS” TO HAMMERS 


HOME Maintenance & Improvement 


brings tangible results that make your 


FT DEALERS NOW USING “HOME” fc 


Se 


cash register ring. From coast to coast 
come reports from dealers of sales 
big and small as a direct result of HOME 
magazine. The best part of the program 
is that once you put it into effect it 
We do 


needs no more of your time 


all the work. We mail HOMI 


mMapa- 


zine, with 


your name on the cover 
directly to your present and prospective 
customers quarterly, four times a year 


Thus you have an adver- 


automat 
using program that is working all year 


long to bring you new customers. 


YOUR ONLY COST IS 11c EACH 


HOME 1s the biggest bargain ever 


oftered lumber dealers. For just 11c 
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per name per issue you get the com- 
plete service which includes the big 68 
page full color magazine mailed per- 
sonally to your mailing list—and it 
even includes the postage. Your total 
yearly cost is only 44c which amounts 
to less than Ic per week to serve all 
your customers and prospects with 
your personalized HOME advertising 
program. Compare this low cost, com- 
pare the results and you'll know why 
94.8% of the dealers are renewing their 


home program. 


It's ume, right now, to get your com- 
pany started, get the facts—mail the 


coupon for your FREE Copy of HOME 


Maintenanc e& Imprc yvement 


y 
¥ 





SIA 


Actually 814” by 11” 
with coverin full color 
and filled with full 
color photographs 
and illustrations that 
sell. 


YOUR OWN 


COMPANY 
MAGAZINE 


With your name on the 
cover and full page 
ad inside as well as 
editorial content de- 
voted entirely to you. 


Each issue of HOME contains 
completely illustrated, easy to 


follow, step-by-step articles ' ae C 0 uP 0 N ] 0 A 


covering 


SS A A 
REMODELING * ADDITIONS 
NEW HOMES * PLANS a ae 
DECORATING * PAINTING 
USE OF POWER AND HAND 


TOOLS PLEASE SEND ME A FREE COPY OF “HOME” and more facts about 
USEFUL HOBBY PROJECTS 


HARDWARE APPLICATION how we can increase our sales and profits as soon as possible. 
FACTS ON LUMBER AND 


BUILDING PRODUCTS ETC. 





Our Customer-Prospect list is approximately:(Please check closest figure) 
100() SOOT) 1,000() 5000 () 10000) Over 10,000 





Company 


- oe | Address Telephone 
I ps 


IS City ....... State. 


My Name ‘ivasrsanu 


“HOME” Magazine, Dept. 253 
c/o AMERICAN LUMBERMAN & BPS 


139 N. Clark Street, Chicago 2, Illinois 
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Customers SEE... SELECT... BUY! 


Display N-102 can also be 
used horizontally on store 
island or counter top 


Cards are mounted on both 
sides of display rack 


Beg. US. Por OFF, 


SPACE SAVER DISPLAY RACKS 


Designed for use anywhere—on store 
island, counter, post or wall. Pair holds 
14 of the most wanted Stanley House- 
hold Hardware items. Each wire rack 
merchandiser is 15” wide, 15” high, and 
6” deep. Put one in your store window, 
another in your paint or housewares 
department. Extend your points-of-sale. 
It’s good business. 


Pair of display racks FREE with package N-101 (contains one 
dozen each of the 14 fastest selling items.) ORDER NOW! 
HARDWARE e TOOLS e ELECTRIC TOOLS e STEEL STRAPPING e STEEL 
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New Powerful Weed Killer Cuts Fire Hazards 


171 LUMBER 
INDUSTRY 


DuPont 


KEEPS GROUND BARE OF WEEDS AND GRASS 


Small quantities of Du Pont CMU kill 
weeds and prevent their regrowth. CMU 
controls most species that are a fire hazard 
around sawmills, lumberyards, storage sheds, 
stockpiles and factories. 

@ Economical, low application rates usually 
keep ground clear through an entire growing 
season or longer. As little as 40 lbs. per acre 
or 1 lb. per 1000 square feet often does the job. 


@ Kills most broad-leaved weeds and grass. 
Best results come with applications before 


Get This Full-Color, Illustrated Booklet 
Showing Results With CMU 


Also tells how to use it. For 
your copy, use the coupon. 


REG. U.S. Pat. OFF 


BETTER THINGS FOR BETTER LIVING 
--- THROUGH CHEMISTRY 


But_pinc Propucts MERCHANDISER 


weed growth starts. 


e@ Eliminates fire hazards caused by un- 
wanted vegetation. 


@ Saves labor, cuts maintenance costs. One 
easily applied spray takes the place of hand 
cutting, mowing and other methods of main- 
tenance. 


@ Non-flammable, non-volatile, non-corro- 


sive to equipment. Comes as wettable pow- 
der to mix with water. 


E. I. du Pont de Nemours & Co. (Inc.) 
Grasselli Chemicals Dept., G-3, Wilmington, Del. 


Please send me illustrated booklet and other infor- 


mation about CMU. 

















It’s Sell-Sational 
_lt’st 


he Most Popular! 





The Sensational Spray Paint In Aluminum, 


Gold, Clear and Colored 


FAR AND AWAY.--> Sheffield offers you the BEST DEAL in 


spray paints possible! 


COLORS.-: the finest quick drying alkyd enamels in gleaming 
colors for furniture, TOY garden fools and hundreds of home 


decorative uses. 


ALUMINUM .. s chrome aluminum thot protects and brightens 
all surfaces with a br iiant metallic coat. Made from the finest 


aluminum lining which means super smoothness 


CLEAR..- clear plastic will quickly coat any surface with a long 
lasting protective finish. Wate! proof _..salt ond spray resistant 
_., it will not evaporate OF crack. The ‘deal finish that protects 
ond preserves chrome, POPE™: silverware, household oppliances 


and perfect for radio and television installations 


To Help You Sell More --- 


Free NewspaPe! Mats and Counter Cards 


ONE OF T Ve 
HE WO 
MANUFA RLD'S 
cr LAR 
URERS OF pont heat dt: 
M PAINT 
s 


Bur 
LDING 
Propucts Mercnan 
IDISER 


Enamels 


» Royal Blue * Groy 
« Bright Green * Yellow 

« Chinese Red » AND CLEAR 
« Gloss Black 
* White « Light Blue 
* Gold Leaf » Dork Green 


* Pink 


* Aluminum 


PAINT CORPORATION 


19, OHIO 








Note the smart, modern 
flush surfaces of these new 
Curtis cabinets. Hardware 
is furnished and hinges 
applied. Installation ume 
is Cut CO a MinumMuMms 


direct trom 





the 'BOSS” 


with the new Curtis Wewauti nod. kitchens 


CurtiS 


WOODWORK 


“Why didn’t somebody think of it 
before?”’ That's what women all over 
the country are saying about the new 
Curtis woman-designed kitchens. For 
here, at last, are beautiful wood kitch- 
en cabinets embodying the 53 features 
which Mrs. Housewife, “Boss” of the 
kitchen—wants most. 


There's a big trend toward natural 
finish kitchen cabinets—and so the 
new Curtis kitchens are available in 
natural birch or finish coated in white, 
ready for decoration in colors of the 


owner's choice. And under the beau- 
tiful surface of these wood cabinets, 
there’s a host of ultra-modern conven- 
iences—revolving shelves, swing-out 
shelves, special tray units, special 
“island” cabinets, and many others. 


With these new Curtis kitchens and 
many other new Curtis Woodwork 
products, Curtis dealers today are 
offering the most modern kitchens 
and other woodwork available. No 
wonder they're in a position to get 
the cream of the business. 


CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 
A Department of Curtis Companies Incorporated 


Clinton, lowa © Wausau, Wis. 


@ Chicago, Ill. ¢ Sioux City, lowa 


Lincoln, Nebr. © Topeka, Kan. ¢ Minneapolis, Minn. ¢ New London, Wis. 


Mari h 
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"We wouldn't be in 


the mill-work 
business long 
without our 


DELTA [ilting 


“‘Custom mill-work is a feeder for 
other lumber business in our yard,”’ 
reports Franklin Square Lumber Co. 
“We do high quality work at a reason- 
able cost. In spite of having all the tools 
we need to do the special cabinet, mill- 
work, alteration and counter work we 
do for architects, builders, industrial 
concerns and home owners, we have an 
investment of only from $10,000 to 
$12,000 worth of machinery in our 
nine-man shop. 

“Over the past 10 years we installed 
four Delta 10” Tilting Arbor Saws. 
These saws average 4 hours a day use 
for a total of 1,000 hours a year each. 
When we try to figure how much pro- 
duction is increased by these versatile 
tools, we can only say that we wouldn’t 
be in this business long without them. 


Mounted on wheels, Delta table saws can be moved out of the way of big 
loads of lumber, or moved to the yard location where cutting is to be done. 


il 
A l b or S Q ws t — Franklin Square Lumber Co., Franklin Square, Long Island, New York 


Our Delta 10" Tilting Arbor Saws in- 
crease production, as well as better the 
quality and make it possible for us to 
succeed in a highly competitive mill- 
work iine. 

“Out in the yard we installed a Delta 
12” Tilting Arbor Saw which is used 
almost exclusively for ripping. We 
mounted this saw on large casters so 
it can be moved to the job. It does rip- 
ping 20 times as fast as a man can do 
in his own shop without such equip- 
ment, so it’s foolish if our customers 
don’t have us do any necessary ripping 
before the lumber leaves our yard.” 

The Franklin Square Lumber Co. 
reports similar success stories in con- 
nection with their use of Delta Band 
Saws, Drill Presses, Lathes, Scroll Saws 
and Jointers. They’re the type of stories 


DELTA QUALITY MAKES THE DIFFERENCE 


Bumtpinc Propucts MERCHANDISER 


you can report, too, when you equip 
your whole yard with Delta Power 
Tools. Why not see your Delta dealer 
soon! He’s listed in your ’phone book 


under ‘“Tools’’ or ‘‘Machinery.” 


DELTA QUALITY POWER TOOLS 
Another Product of Rockwell 


1 
Delta Power Tool Division | 
ROCKWELL MANUFACTURING COMPANY j 
678C North Lexington Avenve ' 
Pittsburgh 8, Pennsylvania | 
© Please send me AB catalog. 
C) Please send name of nearest Delta dealer. | 
Name 7 - | 
Firm _ 7 
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Connorville ault Ste. Ma 


Marenisco™® fies 
i Newberry 
Park Falls « Phelps ~ 

Iron Mountai 


ee Laona @ 


White Lake @ 
ausau © 


ees UES OMarshfield ‘Oconto 

sg FINE ; 7 ra Neenah @ 
i a | NORTHERN “" Milwaukee ® 
HARDWOODS dp 


magowoon ; 
FLOORING 


‘% 2 
xy” 


For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods. 


*+Holt Hardwood Co. . =. =.) . ~~ «Oconto, Wis. *Wm. Bonifas Lumber Co. hans! Mills at Sales Neenah, Wis. 


i enisco, Mich./ Office 
Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block » MI b 
D Fi ‘ Northern Hardwoods, White Pine, 
Herringbone. Parquetry types: all types Heavy Duty coring — Dry Eileo, ey 4 


*+Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. * 
Mills: Lake Linden, Mich., White Lake. Wis. Mirs. Hardwoods Goodman Lumber Company . . . . . Goodman, Wis. 


and Hardwood Flooring. K. D. facilities available. L.C.L. ship- Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
ments kiln dried hardwoods from stock at Thiensville, Wis. wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 


Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. “Michigan Pole & Tie Co. . =. . . Newberry, Mich. 


; Northern Hardwood Lumber. Old Faithful Hemlock. NORTH- 
Northern Hardwoods, Hard Maple a Specialty. Hemlock, White = 
Pine. Modern Dry Kilns. Facilities for Surfacing, Resawing, etc. Transl tainweteee — PINE and Piling. Excellent 


*Abbott Fox Lumber Co. . . . . tron Mountain, Mich. “Rodis Plywood Corporation . Marshfield & Park Falls, Wis. 


trat dwoods, Hemlock d Roddis Lumber & Veneer Co. of Mich. . . Ironwood, Mich. 

men * saggy oe ry Mate Dep Kilns. apseandees Roddis Lbr. & Veneer Co., Ltd... Sault Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 

Birch, Flg. Hdwd. Ven’r'd Doors. Plywd. Mod. Dry Kiln facil. 


*+Connor Lor. & Land Co. «Mills: taona, Wis.) Sales Marshfield, Wis. 
= &. OB, &. Bestest dee A Picc-dindes Giieaten. “Ahonen Lumber Co. . =. =. =. =. =. Uronwood, Mich. 


Posts, Poles—Laytite Rock Maple & Birch Flg.—Dimension stock. Northern Hardwoods, Hemlock, White Pine. Spruce. Planin 
Mill—Modern Dry Kilns. Sales agents for the “AAA” bran 


MFMA Hardwood Flooring. 
* . . 
tHorner Flooring Co. . =. =. «=. «=. ~~ Dollar Bay, Mich. ’ 
MFMA Northern Michigan Hard Maple and Birch Flooring *Copeland Lumber Co. ° ° ° e e ° Chicago, lil. 


Northern Hardwood Lumber-—Custom Kiln Drying Mills — Marquette and Cusino, Michigan 


Telephone: Houghton, Mich. 852 Sales Office — CHICAGO — 135 S. La Salle St. 
Hardwoods, White Pine and Hemlock 


Schneider Bros. Lumber Co. . . . . Marquette, Mich. -_ , 
Northern Hardwoods and Hemlock, I iy ess ce *€. M. Christiansen Co. ° ° ° ° . Phelps, Wis. 


ay Hardwood Turnings. Hardwood Pallets—any size. Plan- An outstanding Wiseonsin lumber manufacturer — Hardwood, 
ing Mill and Dry Kilns. White Pine. Hemlock and Cedar Products. 


tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
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THAT LASTS A HOUSETIME 








Now your home can have decorator beauty out- 
side. Thanks to Ruberoid’s new Color-Grained 
Siding, both new homes and old are following 


the trend to color. 


Even more exciting than the two-tone decorator 
colors and texture is the fact that here is a mod- 
ern asbestos material that offers longer-lasting 
beauty, greater durability, protection and econ- 
omy than ever before. Color-Grained Siding is 
surprisingly low in cost. And its low first cost is 
the last .. . because the colors stay bright and 
clean (thanks to its Duroc protective finish) . . . 


it never needs painting. 


Your dealer or contractor 


will be glad to give you a free estimate on 


re-siding with Color-Grained Siding. Ask 


Wedge, an asphalt undercoursing strip that 


\! wi eno is ak . ys 5 ; ‘ : Oe : him, too, about Ruberoid’s new Shado- 


gives added weather protection and enhances 
Color-Grained Siding’s beauty with rich, 


deep shadowlines. 


See the beautiful blends of Color-Grained 


Siding at your building sup 
Som oe Stuns G> 


$’ Guaranteed by > 
descriptive folder. Good Housekeeping 
toy 


4$ aoyraristo WES 


Color-Grained, MI 
Siding 


with exclusive Duroc finish. 


ply dealer, or mail coupon for 


EE a, Mt 


I P6st 


Mareh |4th 





Are you profiting 
from the fastest selling 
combination in the 

building materials 


business? 


ShadoWedge is a tapered asphalt 
undercoursing strip with a thick butt. It 
offers extra insulation, tighter, more dur 


able sidewalls . . . and the deep shadow 
R wu fe — ia i Db lines that result from double-coursing 


olor-Grained Siding 


AND 


ShadeWedge 


Color-Grained Siding* started the big coler and texture deep shadowlines. 
trend to color, then topped its superior 
decorator-designed color and_ texture Here’s a real luxury siding with tremen- 
with a new sales feature .. . Duroc pro dous consumer sales appeal that offers 
tective finish, for lasting color-freshness, 


builders a plus feature and a way to trim 
dirt and moisture resistance 


their building costs. Have you started 
bie ; cashing in on it yet? It’s nationally ad 
Now a new boost to siding sales is under . hs ave 
way with the combined promotion of vertised and bound to be a big profit 
Color-Grained Siding plus Shado producer for you if you make full use of 
Wedge** . . . the perfect siding the display and sales aids shown below 
combination. ShadoWedge See your Ruberoid representative or send 
adds a new dimension to coupon today. 
*Patent Nos 2307733; 2307734, others pending 
**Patent No. 2394379, others pending 
THE RUBEROID CO. 
500 Fifth Ave., N. Y. 36, N. Y. 
| Please send me sample of Ruberoid Color 
Grained Siding and ShadoWedge 
| would like to see display and saies 
materials 
YOUR NAME 
COMPANY 


ADDRESS 


CITY 
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by NATIONAL PACIFIC 


4 * 
a a 
: om 


BEVEL AND’ 
BUNGALOW 
SIDING 


MOULDINGS 


CUT STOCK 
Windows 
Doors 
Furniture 
Caskets 
Fencing 
CUT AND PACKAGED 


PICKETS 


PANELING 


FINISHED 
BOARDS 


Send for free illustrated booklet 
containing NATIONAL PACIFIC’S 
grade classifications. 


—_— 


NATIONAL PACIFIC Timber Products, Ine. 


Mailing Address, 7161 Telegraph Road, Los Angeles 22, California 
Sawmill, Smith River, California e Dry Kilns and Planing Mill, Montebello, California 
Southern California’s Leading Producer of Redwood Products 


BuILpING Propucts MERCHANDISER 











—AS THE AGGREGATE 
ARCHITECT— Permalite/concrete takes 
the handcuffs off the architect with its IN CONCRETE, FOR INSTANCE 


light weight—1/7 to 1/2 the weight 
of conventional concrete. Freed from 
this dead load, the architect has 
greater freedom in designing for re- 
quired strength with minimum steel 
requirements. 


BUILDER — Permalite/concrete takes a 
lot of weight off the builder’s mind, 
too. Lighter, it’s easier and quicker to 
handle, speeds construction. Advan- 
tages over other aggregates in the 
same weight class — uses less water, 
shrinks less on drying, resists thawing 
and freezing, has /ower absorption. 


i” 
TENANT — Tenants may not know why, 
but they're more comfortable in a 
.| Permalite/concrete building, because 
| of the added insulation and sound- 
proofing afforded by Permalite/con- 
crete over conventional concrete 
— quieter offices, more even 

room temperatures. 


BUILDING OWNER — Permalite /con- 
crete gives him more usable building 
space. The steel structure can be 
lighter and the curtain and partition 
walls can be thinner, and still meet 
fire-resistance requirements. He gets 
more rentable floor space and, if nec- 
essary, more floors on the same foun- 
dation. Easier to heat, too. 


~ 


a 
~S 


To get the full story on Permalite’s 





* ARE his, 
whe, 


many advantages, send today for your 

free bulletin on Permalite, the largest- 

selling perlite aggregate in the world. 

Write Great Lakes Carbon Corpora- 

tion, Dept H443 -612 So. Flower St., 
Los Angeles 17. 





Bg, 
7 ———— 


PROCESSED FROM SOCORRO PERLITE ONLY BY THESE EXCLUSIVE PERMALITE LICENSEES OF GREAT LAKES CARBON CORPORATION 


Indoken Perlite Company William J. McCormack Sand Co,, Inc Airlite Processing Corp. of Fla. MacArthur Company 


Perma-Rock Products, Inc. The Whittemore Company 
Cincinnati 17, Ohio New York, New York Scottsburg, Indiana St. Paul 4, Minn, 


Baltimore 30, Maryland Roslindale 31, Mass. 


. . . . 
Perlite Products Corp Pennsylvania Perlite Corp New Jersey Perlite Corp. McClure & Erickson Corp. 


. . 
West Indies Perlite Mfg. Co., Inc. Virginia Perlite Corp, 
Dallas, Texas Allentown, Pennsylvania Newark, New Jersey Los Angeles, California 


Havana, Cuba Hopewell, Virginia 


38 Varch 
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Whether they're building, remodeling, 








r takes very little effort on vour part to sell 
D vall mirrors to vour customers People read 
about the beauty of wall mirrors in the Pitts 
. thev know that inte- 


no} decorators recommend a generous use of 


burgh advertisements . . 


structural mirrors to make rooms appear more 
vlamorous. Home-owners want structural wall 
mirrors, and this demand means quick, easy 
profits for you. 

You ll find, too, that it’s good selling policy to 


let vour customers know you handle Pittsburgh: 





PAINTS GLASS 


G 
PITTSBURGH 


Buttp1nc Propucts MERCHANDISER 





CHEMICALS 


an oe ie 


or just redecorating... 





people want WALL MIRRORS 


Mirrors. It's easier to sell a “known” product 
and people are familiar with the Pittsburgh 
Label... they recognize that it stands for a 
quality product from an established company 

Your nearest Pittsburgh branch will be glad 
to supply you with attractive merchandising 
aids. Contact them, too, for additional infor- 
mation on structural mirrors and other Pitts 
burgh Glass Products. Pittsburgh Plate Glass 
Company, Room 3178, 632 Duquesne Way 


Pittsburgh 22, Pennsylvania 


BRUSHES PLASTICS FIBER GLASS 


GLASS COMPANY 








tumbling 


OR REALLY 


Eager customers, like hungry fish, just 
won't wait. Somebody will be landing 


them, if you don’t swing into action now, 
WE +s 


The Window Women Want Most! 


Auto-Lok is the window your builders want because: 
Auto-Lok alone is changing “For Sale” to “Sold.” 


WINDOWS 





Women, today, are demanding “awning- 
type” windows. Dealers and builders 
everywhere know this. And AUTO-LOK 
is the window they want—it’'s the leader 
in the field. Never before has any win- 
dow so greatly influenced the quick sale 
of homes. Never before has any window 
offered owners so many good advan- 
tages, with none of the past disadvan- 
tages. 














Widest Range of Stock Sizes Auto-Lok windows end inventory prob- 
Designed for More Combinations lems because they’re readily available 
Auto-Lok provides the greatest selection of direct from a jobber in your territory. 
possible combinations of window arrange- They’re delivered completely assembled 
ments, with continuous heads and sills in h dl t t Put 
widths of 18 to 156” in 6” increments. -. + easy to handle, easy to store. “oe 
Meet modern builders’ demands for maxi- Auto-Lok demonstrator on your sales 
mum variety in elevation appearance with floor — NOW. You'll see, quickly, that 
Avto-Lok! Auto-Lok sells on sight! 


For complete information and name J 
of dealer nearest you, write: 


Box 4541, Dept. AL3, Miami, Florida 


a... LEADS THE WORLD IN WINDOW ENGINEERING 
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EDITORIAL 


Understand Your Competition! 


An understanding of the extent and skill of 
local competition is essential for the best judg- 
ment in day by day management decisions. There 
are two basic types of competition. One, compe- 
tition for local consumer's dollars and two, com- 
petiton for local building material dollars. Both 
are vitally important. 


Inter-Industry Competition 


About 40 of the average family’s income is 
discretionary. After paying for basic necesities, 
food, clothing, housing and such, the average 
family has $1600 to $2000 annually to spend for 
conveniences and small luxuries or to save. 

Whether the greater part of this discretionary 
income will go for luxuries and savings or for 
better housing with the lumber dealer as a sup- 
plier, depends on the skill and the effectiveness 
of his creative selling effort. 

It is not difficult for the dealer to gauge the 
local competition for the customer’s discretionary 
dollars. He has only to look at the advertising of 
department stores, auto retailers, theatres, etc., 
as compared with his own. and that of his fellow 
lumber dealers, to see the reason why the build- 
ing industry is not getting an adequate share of 
such dollars. Even the banks are using more 
local advertising space than lumber dealers. 

Lumber dealers will never get their proper 
share of consumer’s discretionary expenditures 
while they are spending .7 of 1°7 of their sales for 
advertising against 3°, or more by competition. 
And while they are failing to employ outside sales- 
men where other industries do. 


Intra-Industry Competition 


This area includes not only competition from 
other lumber dealers, but competition from ap- 
plicating contractors, prefabricators, operative 
builders and contractors who buy direct, mail 
order houses, specialty stores, hard material deal- 
ers, hardware and paint stores. 

It is not easy, and it may be costly in both time 
and money, to secure complete information about 
intra-industry competition. The point is to uncov- 
er as much information as will be valuable in your 
own operations. 

First it might be well to segregate the “beavers” 
from the “fleas’—those whose competition really 
hurts and those who are merely an annoyance. 
Important competitors should be segregated, iden- 
tified, and a file opened for each. 


BuitpING Propucts MERCHANDISER 


Here is a check list of information which may be 

ultimately accumulated in each competitor's file: 

1. Financial strength secure financial and 
operating statements annually if possible. 


2. Extent of their advertising and promotional 
work their appropriation and how it is 
spent. 


3. Important local accounts they seem to have 
corralled. Identify each and find the reasons 
if possible. 

4. Extent of their sales organization— internal 
and external. How many employes contacting 
the public? Ratio of volume to number of 
employes? 


n 


). Their pricing policies, methods and actual 
prices. (Comparative shopping. ) 

6. Their discount policies and attitudes toward 

special deals. 


7. The extent of territorial coverage—-where do 
they solicit and deliver? 
8. Their facilities and service policies (any 


special differences with yours?) 

9. Their cost of doing business and relative ef- 
ficiency of overhead and operating costs. 

10. Their merchandising policies. What lines, 
products, merchandise packages and services 
do they sell and promote? 

11. Their percentage of the total volume avail- 
able as compared with yours. (How this 
varies from year to year.) 

12. Their public relations and human relations 
policies and practices. Their reputation? 

13. Their exclusive brands and major sources of 
supply. 


Most importantly—ask and record the answer 

in each file to these two basic questions: 
1. What is this competitor doing better than I 
and how can I lessen this disadvantage? 


2. What am I doing better than this competitor 
and how can I multiply and expand my ad- 
vantage? 

Such an analysis of competition at least once 

a year should improve the sales volume and net 

profit performance of any retail executive follow- 

ing this general method. 
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PALLETIZING? Only 5% of the dealers have changed to pallets in their 
warehouses, although nearly 60% have made improvements of some kind 
Chief among these changes were new sheds and lift trucks 


How Do You Handle Your Materials? 


American Lumberman recently queried 2,626 
dealers from coast to coast on their materials handling prob- 
lems. This picture story summarizes the results for every 


present and prospective user of materials handling equipment. 


ANY SMALL LIFTS”? Workhorse of the average yard is STRADDLERS? Only 6% of all dealers queried were us 
the small lift truck-—-under 7,500 Ib. capacity Of all ing straddle carriers, but some indicated they were oper- 
dealers contacted, 18% own lift forks of this type, or ating as many as six. Most popular size was the five- 
larger ton unit 
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NEW WAREHOUSE? About 
houses in the past year; 15.3% 
various types of sheds and 
luxury of the masonry type. 


Re 


warehouses, only 


5% of all dealers said they had built new ware- 
added new sheds; 


36%, racks or bins. Of the 
themselves the 


8.5% allowed 





Figures on yard size indicate that dealers could be 


classed in Group I (under 100,000 square feet) and 


Group ITI (over 100,000 square feet) 


, with the aver- 


age for all dealers being 107,000 square feet. 


these pages they are referred to as Group I and II 


On 








ANY FORKS IN THE FUTURE? About 
at least one.”’ On this basis American 
mates that over 6,000 fork lift trucks 
purchased by dealers before long 
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18% 


are 


We 


|  ——— 


ea 


said, ‘‘Yes, 
Lumberman esti- 


going 


to be 


ANY BIG LIFTS” 


almost 


40° said they 


said they might 


(over 


15,000 Ib 


be interested 
cap.). 


something 


Despite relative costs of large) 
were operating them 








units, 


Nearly 6% 


even 


bigger 
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R.R. SIDING? Over half the dealers said “Yes,” with AISLE WIDTH? Some yards in Group II reported aisle 
30% reporting locations within a mile or so A few widths as high as 50 feet. but average for all vards was 
dealers said they had spur tracks running into sheds as 27 feet. Only 6% of dealers said they had metal sheds 
shown here like the one above 


HAND TRUCKS? Most common piece GRAVITY CONVEYORS? Better than POWER CONVEYORS? A surpris 
of material handling equipment in 6°, stated they made use of gravity ing number of dealers (17%) re 
the Group | yard is the hand truck conveyol Dealer averages for Group ported owning these units. Average 
with 58% of dealers favoring it. Av land Il yards were 4.2 and 7.3 units was about two per dealer. They are 
erage yard has three truck espectively Mobility of units was particularly useful for upper deck 
have us many a iz fuctor in preference as to types storage 


STEEL STRAPPING” A total AUTOMOTIVE TRUCKS? Average number of trucks per dealer was 1.6 
»300 dealers, or about 1/6 of ¢t Overwhelming favorite among all dealers. of course, was the flat bed stake, 
country Ise teel strapping accounting for 7 out of every 10 trucks used 
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“Your Great Grandfather 


built this business to last... 


“Even back in my grandfather’s day, 
son, a man’s business grew in propor- 
tion to his reputation for fair dealing. 
So, he stocked the best quality mer- 
chandise he could buy and sold it at 
a fair price. 

“My grandfather started selling 
Devoe paint because its quality was 
consistently high, and even then it 
had behind it over a century of paint- 
making experience. Today, because 
of Devoe’s reputation and national 
advertising, my customers know that 
the name Devoe on the can means 
quality inside. 

“But quality in itself won’t move 
paint off our shelves. We've got to 
show folks how paint will improve 


their homes. We must show them how 
to best use paint. We've got to remind 
contractors that the Devoe line is 
complete ... we can supply a// their 
needs. 

“To help us do this selling job, 
Devoe supplies us with color cards, 
window displays, counter cards and 
banners. We can get newspaper ad- 
vertisements and direct-mail pieces. 
Also, there’s a Sales Training Pro- 
gram that will help you solve most 
painting problems. 

“Do as your great-grandfather did 
son. Keep up the store’s reputation by 
giving your customers high quality 
at a fair price. Keep on selling Devoe 
paint.” 


Since 1754- the first name in paint 


DEVO paimer 





DEVOE & RAYNOLDS COMPANY, INC, 


BuiLpinG Propucts MERCHANDISER 


787 FIRST AVENUE, NEW YORK 17, NEW YORK 


Do you know the $64 answers 
to questions like these: 


1. What is the only paint that sticks to 
galvanized metal? 


2. Why does lead paint chalk deeper than 
other paints? 


3. What does the sun do to paint? 


The answers to these questions and many more are 
contained in our helpful booklet “64-Dollar Answers.” 


GET YOUR FREE COPY NOW! 
Fill out the coupon and 
MAIL IT TODAY! 


— ae SS ee 
Devoe & Raynolds Co., Inc 
Box 1619, Grand Central Annex 
New York 17, N.Y 
$64 Answers” 


NAME 
ADDRESS 


CITY 


’ 
{ 














BIG WINDOWALLS of Andersen Flexivent 
Windows are beautiful! No limit to combina- 
tions of fixed or ventilating openings. Low cost! 





- : 3 PR Rese. — ti 
POPULAR 9-LIGHT WALL of Flexivents me | i eS (CELLENT VENTILATION with § 
shows choice of operation... outswinging, fixed, mE FHC K —, stacks of Andersen Flexivents. Choice 
and inswinging sash, 7 of awning or hopper sash operation, 














below Andersen Casements ina ribbon in hopper position 


as a single vent 


with fixed glass for schools, factories 
Bee — ’ 


— 
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“ TEEN vinden 


VERSATILE—Most versatile utility window you've 





ever seen! Choice of awning, hopper or casement sash 





operation. Use Flexivents singly. Combine them in rib- 
Bt) 


bons, stacks, groups, with other windows! Just 9 sizes 


to sell or stock, but hundreds of window effects possible! JUST THINK | 
. 


HIGHLY WEATHERTIGHT—Famed Andersen 
quality has been built into every Flexivent Unit. 





Outswinging 
e awning sash 


LOW IN COST—Simple hardware, simple operation, 
simplicity of design, have kept cost of Andersen Flexi- 
vents low. Sell them for medium and low priced housing. u Ee 


WANT MORE INFORMATION? Just contact your 


7 s 
; ms ‘ =e ; Inswinging 
nearby distributor of Andersen WINDOWALLS... or sash operations o hepper sash 


write Andersen Corporation, Bayport, Minnesota. 
from just “1 


wee HEE oe ame til 


; | 

i | 

1 

IS ONE OF THE | 1 
SS A | 

Outswinging 
e casement sash 

é 

MANUFACTURED BY (SUnveleraece Corporation BAYPORT * MINNESOTA 


TRADEMARK Of ANDERSEN CORPORATION 
WINDOW SPECIALISTS FOR SO YEARS 

















YOURE IN FOR 
AS =) | Ca 


., . - $ 
. 


YEAR 0? x) 
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... if you take 
advantage of this help! 


Take a page out of the book of 
the most successful corporations 
in America... sell hard... be 
highly competitive .. . offer your 
materials and services at no 
money down and 36 months to 
pay. Whether you're large or 
small, ABC financing will put 
you on this EASY SELLING LEVEL. 
With low ABC monthly payments, 
you'll close more business right 
on the spot... and for larger 
orders, too! And remember, you 
receive your money from ABC im- 
mediately. Yes, you're in for a big 
year with the help of ABC low- 
cost financing. Call your nearest 
ABC office for details today. 


WALIONWIDE SERVICE 


4 INSTALMENT FINANCING cS 
- 


a 
SETTER CREDIT? 


Your best sales tool—the ABC 
finance plan. Ask us today. 


ALLIED 
BUILDING CREDITS 


INC. 


Specialists in Property Improvement 
and Modernization Sales Financing 


BRANCH OFFICES: BALTIMORE, BIRMING- 
HAM, BOSTON, BUFFALO, CHARLOTTE, CHI- 
CAGO, CINCINNATI, CLEVELAND, COLUMBUS, 
CORPUS CHRISTI, DALLAS, DAVENPORT, DEN- 
VER, DES MOINES, DETROIT, HOUSTON, IN- 
DIANAPOLIS, KANSAS CITY, LOS ANGELES, 
MILWAUKEE, MINNEAPOLIS, MEW ORLEANS, 
OKLAHOMA CITY, OMAHA, PHILADELPHIA, 
PHOENIX, PITTSBURGH, PORTLAND, ST. LOUIS, 
SALT LAKE CITY, SAN FRANCISCO, SEATTLE, 
SOUTH BEND, TAMPA, TOLEDO 


GENERAL OFFICE: BOX 3426 TERMINAL 
ANNEX, LOS ANGELES 54; CALIFORNIA 








it’s seasoned to less than 19% moisture content. Thot means 
it's PRE-SHRUNK BEFORE IT IS USED. 


It’s economical . . . because it gives you life-time service 
without costly shrinkage problems. And DRY lumber is 
65% to 75% stronger than green lumber. 


It's dependable . . . Responsible lumber dealers know that 
only with dry lumber con h ers be satisfied . . Their 
reputation and your satisfaction go hand in hand. 








Camp Knox Lumber Company Park Lumber Co. 
Crittenden Drive Lumber 
& Supply Co. J. 
Clifton Supply & Lumber Co. Shively Lumber & Supply Co. 
Cook Lumber Co. Ce. 
Doll Lumber Co. 
Garvin Lumber Co. 
is is fifth i ries of advertise- Home Supply Co. 

pw phy Ad An of <3 lumbe; Hughes Lumber Company 

B. J. Johnson & Sons Co. 

‘a home of long-lasting comfort and satis- Kentucky Lumber Company 


Whether you plan to bujld now or in the 
future these messages will help you have 


faction Kirwon Bros. 


Koehler Lumber Co. 


LOUISVILLE Louisville Builders Supply C 
y Co. Material C 
Auburndale Feed & Lumber Co. Marshall Planing Mills, Inc. eh 


R. J. Baird Lumber Company Merrick Lumber Co. 
L. Miller, Jr., Lumber Co. 


Modern Lumber & Millwork Co. Lone Star Lumber Yard 
Campbell and Summerhayes, Inc. | Moll Company, Inc. 


1. R. Ball Lumber Company 
Boland-Maloney Lumber Co. 


Peerless Lumber Co. 
B. Lumber Ce. 


Stock Yard Lumber 

Superior Lumber Co. 

Roy B. Thompson Lumber Co. 
Wedding Lumber Co. 


JEFFERSONVILLE 
Cavanaugh Lumber Co. 
Frederick Lumber Co. 
Jeffersonville Block & Building 


P. F. Myers Lumber Co. 
NEW ALBANY 


New Albany Lumber Ce. 





IT'S DISPLAY ADS LIKE THIS that educate and sell the building public 
in the Louisville area, Dealers have adopted a cooperative advertising pro- 
gram to tell public about dry lumber through the Falls Cities Construction 
Materials Association, It has proven a very effective measure against cut- 
rate selling and has alerted the public to demand quality material 


Cooperative Advertising Educates 
Public on Quality Lumber 


A co-operative advertising pro 
gram has been launched by build- 
ing material dealers in the Louis- 
ville (Ky.) area. Spearheaded by 
hard-hitting newspaper advertis- 
ing that stresses the importance 
of the use of dry lumber, this pub- 
lic education program is the Louis- 
ville dealers’ answer to problems 
faced by dealers in other parts of 
the country. That problem is, 
namely, cut-rate selling versus 
long range product acceptance 

cheapness against quality and 
public indifference as opposed to 
smart buying and long time satis 
faction. 


With plenty of team spirit these 
dealers have joined together to 
sell the public on the fact that 
“there is a difference” in lumber 
quality—and that a large portion 
of that difference lies simply in 
the difference between dry and 
green wood. 

A folder describing the Louis- 
ville campaign was recently pre- 
pared by the Southern Pine Asso- 
ciation. Other dealers faced with 
the problem of educating their cus- 
tomers on the importance of dry 
lumber are urged to write the 
Southern Pine Association for 
further details. 
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THESE WIZARDS WITH WOOD 


Turn Uncle Sam’s mail-men 
Into Harrington Brothers i 


Nttowaee , 


Most hard-hitting salesmen __ Nee 


=e 


HARRIN ard N 
Largest Selling Wood Glue — _ BROTHERS 





WELDWOOD 
prastic RESIN @ | Uf E 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood -to- wood 
. bonds and many 
over ws uses. Make s joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs., 10 Ibs., 25 Ibs. 


= ee ee 


= ) 
PLASTIC RESIN wt. 


Blond or pickled effects call for 


ware « FIRZITE’ 


= 





For magical woodsy 
effects on hardwood 
or soft, plywood or 
solid lumber. For 
light pastel tones, 
tint with Colors-in- 
Oil. For soft wood 
and fir plywood 
paint jobs, WHITE 
Firzite as an undercoat, helps prevent 
grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
mend CLEAR Firzite, to tame wild, 
unsightly grain.) 
* 
Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
SATINLAC.: natural wood fin. 
~ gd ishes — on furniture, 
+f wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- H 
commending SATINLAC, It brings ere’s the way it works: in response to our 
out and preserves the natural grain ! pene, 2 ads in Saturday Evening Post and 29 other magazines 
and color-beauty of any plywood or , 
ealid weed. Weter-clear Setiolec thousands of people write us every month, “Where can | buy 
—- that Bnange _ ~~ to them?” We refer them to dealers. So write us a post card today, 
brush or spray; dries “dust-free” in 
7 ateaeen null Wx Gian cos to 8 telling us that you carry WELDWOOD® GLUE, FIRZITE® and SATINLAC 
or 4 hours. and we'll refer nearby inquiries to you. We'll also send you useful literature. 
*/n pints, quarts, gallons, drums 





UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 
and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities — Distributing Units in Chief Trading Areas 
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“ENJOY THE OUTDOOR LIFE with lawn furniture,’ says the cutout lettered signs at Stebbins 
Anderson, Towson, Md Beside the lawn furniture, the display shows a picket fence, a trellis, 
barbecue equipment and picnic accessories—-all good seasonal sales items for the enjoyment of 
‘the outdoor life.” 


Display Ideas for 
Outdoor Living 





Dealers around the country find sum- 
mer goods are strong profit items. 


Good, practical suggestions for adver- 
tising your lawn and garden supplies are 
found on Page 60, No. 4 in American Lum- 





berman’s exclusive ADviser mat series. 


TRELLISES MAKE AN attractive window display at the 
Long-Bell store in Amarillo, Tex. 


a BS 





HOUSE NUMBERS and ornaments on BIG SECTION OF FARM AND GARDEN TOOLS are featured in Rosenthal’s new 
display panel in new Cary Lumber Co store in Crystal Lake, Wis. 
store, Durham, N. C 
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Har Homer: 


FIREPLACE KIT: 


eS et 
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FLUORESCENT-LIGHTED DISPLAY of garden tools is bound to attract attention COMPLETE FIREPLACE KIT is dis 
at John D. Wyker & Son, Decatur, Ala. 


played at Hechinger’s garden shop 
Washington, D. C 


GARDEN TRUCK ON WHEELS is the novel promotion idea adopted by Bimsco, LAWN AND GARDEN accessories are 


Inc., South Bend, Ind. Homeowners turn out at the sound of the truck’s distinctive 


shown on this mobile fixture at Scott 
air horn. 


Lumber Co., Amarillo, Tex 


- 


OUTDOOR FURNITURE IN STEEL AND WOOD is exhibited in the store AUTOMATIC HOSE REEL developed 
opened recently by the J. H. Jackson Lumber Co., Denville, N. J by Milwaukee firm is exhibited by 
M. H. Paulson Lumber Co., that city 
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“STOP HERE for 


catching sign at the 


pepe ow —~-e ‘ 


your garden supplies,” 


Stebbins 


Ande 


says this eye 
son firm, 


TOWwson, 


Md 





Display Ideas for 
Outdoor Living 
(continued) 





POWER LAWN MOWERS, cultivators 
and tractors take the display floor lime- 
light at J. J. Moreau & Son, Manchester, 
N. H. 


BELOW, LAWN, GARDEN and vege 
table seeds have become an increas- 
ingly fast-selling, high-profit item for 
dealers in the last few years. This 
display was seen at the Waukesha 
(Wis.) Lumber Co. 


ie SEED 





ATTIC FANS are important 
cooling equipment for many 
sections of the country. This 
installation was furnished by 
Home Builders Supply Co., 
Jackson, Miss 


LEFT, ATTRACTIVE WINDOW dis- 
play of bulbs, seeds and miscellan- 
eous garden equipment is seen at 
Stebbins Anderson, Towson, Md., 
which advertises itself as the ‘‘Coun- 
ty’s Most Complete Garden Supply 
House.”’ 
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Spread the Bright News... 
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_ All this display material is 
available from your paint manufacturer 


Counter Display Counter Cards 





} 
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QRIGHT NEWS! 


Spe 


NOW! Acivelly pant on @ 

metalic elumnuem Protects © Beourter 

Use @ bor © 100! obs oround the house and form 
of uNOHeC Oar OF 


My 
ALUM/AUM 
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Folders 


Tie-in with this proved money-making promotion . . ° 


contact your paint manufacturer or jobber today. 


Giant Window Streamers 


This Promotion is Sponsored by 
REYNOLDS METALS COMPANY, Louisville 1, Kentucky 
in the interests of the Paint Industry of America 








NEW HOME AND REMODELING ma: 

kets offer excellent opportunities for or closet doors 
room divider sales. This door comes in required 

four different decorator colors 


Users say minimum maintenance of these units is 





Advantages of the 
Folding Doors 


e Folds compactly saves floor 
space; opens entire area for easy 
storage of bulky objects 

® Quiet, easy operation won't 
slam, blow shut or pinch fingers 

e Overhead track operation 
leaves floor clear for easy cleaning 
and for use of any kind of floor 
covering. 





@e Economical -both in cost of door 
itself and accessories and work it 
eliminates. 


e Easily installed —no close fitting oe 
or special framing required 
@ Minimum maintenance damp J 


cloth for vinyl plastic doors and a 


TE 
vacuum cleaner attachment for the I] Pine - 
wood slat doors keep these units DEALER DEMONSTRATION display WOOD PANEL FOLDING DOORS, 
looking fresh and new. serves the double purpose of parti also plastic -covered and _— splint 


tioning a storage closet. frames, are popular dividers 








Folding Doors - A New Profitable Specialty 


Room dividers help sell themselves — they are easy homes, the largest market until 

recently has been a commercial 

to demonstrate, install and offer an excellent dealer markup. — one— as movable dividing walls in 

hospitals, hotels, schools, churches, 

and other types of institutions. 

Large numbers of home owners 

have become acquainted with fold- 

ing doors by having seen them in 
commercial applications. 

Until recently, however, the 
sales of folding doors for homes 
has been limited because of prod- 
uct availability and price. With 
use in a dozen manufacturers producing 


The folding door, a 16-year-old have risen rapidly. In 1950 there 
specialty item, has come of age in were two companies selling foiding 
terms of sales volume. Before doors; this year there are a dozen 
World War II, sales of folding companies in the field which will 
doors grew slowly but steadily account for several million dollars 
year after year. Since World War worth of sales. 

II, folding doors have gained a Although thousands of folding 
widespread acceptance and sales doors have been sold for 
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folding doors, availability for the 
home market is no longer a prob- 
lem. Prices for folding doors is 
now low enough to attract a huge 
mass market of homeowners. 

Among the markets for folding 
doors open to the retail lumber 
dealers are: 

1. Customers who build homes, 
allowing the lumber yard to han- 
dle all the arrangements. A cer- 
tain percentage of new-home own- 
ers will prefer folding doors be- 
cause the cost is less. 

2. Homeowners who do major 
remodeling themselves. Folding 
doors is one way to gain additional 


space and improve the appearance 
of the room. The folding door, 
which saves from eight to 10 
square feet of space, is available 
in many different colors. 

3. The do-it-yourself homeowner 
market. The do-it-yourself home- 
owner will like to look at a door 
that is easy to put up and which 
comes in a complete package unit 
which requires no future mainten- 
ance. Most folding doors take only 
20-30 minutes to install. 

4. Renters on long-term leases. 
These people are usually interested 
in making some improvements on 
the home they are renting with- 


NAPLY™Prodicts \ 


/ 


NOW you can offer your prospects a wide 


range of plywoods .. 


. a choice of AETNA- 


PLY products from mills all over the world 


. a sure-fire way to increase sales. 


With AETNA as your supplier you never 


AETNAPLY PRODUCTS 
™s 


Plywood 
Hardwood and 
Fir in all sizes 
and grades 


—— se). 


Over 50 species of 
Plywoods and Veneers 
Foreign and Domestic 
— 


Cupboard and 
Flush Doors 
Glues and 
Seolers 

. 


turnover 


24-hour shipping 
service 


Utility ply woods 


miss a sale for lack of variety in species, 
grades or sizes (standard, odd sizes, cut to 


Whether vou want Decorative or 


Interior or Exterior — 


if it's plywood you can bet AETNA has it! 


You can sell plywood from all over the 
world and still keep your inventory low. 
AETNA’S 24-hour Shipping Service is 
geared to fill orders fast . . 


... EXPAND YOUR SALES. 
W rite for Aetna’s New Price Lists TODAY! 


. quicken your 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue * 


Chicago 22, Ill. 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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out involving a major cash outlay. 

The folding door can be handled 
effectively as a specialty item by 
both the large and small dealer. 
There are many types of folding 
doors for the dealer to choose 
from: double-wood panel folding 
door; doors constructed of bass- 
wood splints; vinyl plastic covered 
wooden frame doors and vinyl 
plastic covered metal frame doors. 


Among the many uses for fold- 
ing doors are: between rooms- 
kitchen-dining room, bedroom-hall, 
living room-den; clothes closets or 
wardrobes—doors may be hung in 
standard doorways or directly 
from ceiling; room dividers—sep- 
arating two or more sleeping areas, 
a basement room from utilities, 
etc.; kitchenette and in-a-door bed 
enclosure. 

With two or three stock sizes 
which fill most door openings, the 
dealer finds it unnecessary to 
carry a large inventory. The fold- 
ing door is a complete packaged 
unit which makes it easy to sell 
and install. Manufacturers of this 
specialty item have a variety of 
selling aids for dealers: ad mats, 
descriptive literature; how-to-sell 
folders and floor model and coun- 
ter displays which dealers can 
either purchase or lease. 

The profit for the dealer on 
folding doors compares very favor- 
ably with the profit on other spe- 
cialty items. Many dealers report 
that they began folding door oper- 
ations with an adequate stock rep- 
resenting an outlay of less than 
$100 including a floor display unit. 

The folding door is one product 
in which all the main customer 
benefits can be seen in a demon- 
stration. The customer largely 
sells himself. 


/ts time to roll up your sleeve... 


/ GIVE 
> BLOOD 
NOW 


© CALL YOUR RED CROSS TODAY! 
. wa e gar 
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Filling a customer's order for Trinity white cement at W. J. Bailey Co., San Diego, Californ’a 


ca 
THIS IS ABOUT all there is to our story: We make TJ 
; r) 
a very excellent white cement... we tell and 
re-tell the white cement users about it... we 


supply the dealers . . . the dealers supply the users 
... the jobs turn out beautifully ... and everyone up 
and down the line is happy. If we are not now 


serving you—may we? 
aes : ... plain or waterproofed 


Tompa «+ Los Angeles | 


la Product of GENERAL PORTLAND CEMENT CO. + Chicago ~- Dallas - Chattanooga - 
| a - " secre . mane 


Buitpinc Propucts MERCHANDISER 59 





EXCLUSIVE 





American Lumberman 





SPRING BUYERS LOOK TO ADS 


In most sections of the country, the coming of 
Spring means renewed outdoor activity for home- 
owners They're looking over their garden plots, 
studying their landscaping needs, planning home re- 
pairs and improvements. They're going to buy garden 
and lawn tools, fencing, window screens, doors, build- 
ing materials of all kinds And they'll be reading 
the ads to find out “where to buy.” 


Your advertising can offset the advantage of loca- 
tion enjoyed by Main Street competition. It can attract 
sales that otherwise will go to mail order firms. It 
can bring extra buyers into your store where they'll 
see your other lines of merchandise. 


Your ad is your salesman in print. Plan it, write 
it, and judge it on that basis. 


Will it get the prospect's attention? (Yes, if it has 
attractive illustrations, and arresting headline direct- 
ed to specific prospects. ) 


Will it interest readers, create desire? (Yes, if it 


gives complete information, benefits, sizes, prices.) 

Does it ask for the order? (It will, if you empha- 
size “Free Estimates,” “Free Planning Service” and, 
most important, ‘Easy Monthly Terms,” “No Down 
Payment,” etc 


You don’t need to be a “pro” writer to write ads 
that sell merchandise. You do need to be a salesman. 
Use the same informative language and make the 
same sales points you would in selling a customer 
across the counter. For example, you wouldn’t say 
“Garden Hoe, $1.59." You would say “Garden Hoe 
(brand name) high quality forged steel blade, 
sharpened to keen edge. One piece shank and blade. 
Strong, polished hardwood handle. Only $1.59.” 


ADviser mats save preparation costs, increase read- 
ership and pulling power of your ads. 





(Please print or type your order) 
AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Send me entire ADviser mat page No. 4. 
Check or money order for $3.95 is enclosed. 


Send me first 12 ADviser mat pages as they 
are issued. | arn enclosing $47.40. 


COMPANY 
ADDRESS 
NAME 


cITy STATE 
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ADviser mats help you prepare more effective 
newspaper, direct mail and handbill advertising 


Suggested 
3-column layout 
it’s time for 


SPRING 1-col. layout 
CHECK-UP (Ws time for | 


on your 


HOUSE AND 
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ILLUSTRATE YOUR LETTERS for 
more productive direct mail. Suggested 
layout and copy below. Enclose manu- 
facturer’s folder on paint or other time- 
ly merchandise with this letter. 





Dear Neighbor: 


It's time for SPRING CHECK-UP on your house 
and garden needsi Perhaps we can help you 
with « few rominders. 


amen 
ore «@ ompeon Lumber Company, you'll find 


& complete selection of (brand) finest qual - 
ity garden tools, Reasonably priced, too, as 
you'll note from those shown here. 


Lz SCREEN: 

se ‘or hot weatber with full window 
screens - for better ventilation, more breese, 
@ cooler home, Our prices: (size and price) 
(elise and price). 


B I IOR ST 
pring te decorating Eimei You can give your 


home « glamorous new look with (brand) flat 
wall paint - custom-mixed eat our color bar to 
the exact shade you want. § per gallon. 
Roller-and-tray set only § . 


After you check up, just CALL UP - (phone No.). 
We wake no charge for delivery. Or come in to- 
morrow and ro the store - look over 
our Spring stocks of "everything for the home." 
Cordially, 
THOMPSON LUMBER COMPANY 


{aignetere) 
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| ADviser Mat Page No.4 | 


THIS FULL PAGE OF MATS ONLY 
$3.95 a fraction of the cost of any 
one of the original drawings. Mats are 
actual size shown here. Proofs of pre- 
viously published ADviser Mat Pages 
mailed on request. 
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Feature illustration for 2-col. or larger ad MAT NO. 38 For I-col. ad MAT NO. 39 


















































Screen Doors MAT NO. 40 8-lt. Comb. Door MAT NO. 41 Full Window Screen Roll Screen 
MAT NO. 42 MAT NO. 43 












































Long Handle Shovel Bow Rake Garden Hoe Spading Fork Garden Spade 
MAT NO. 44 MAT NO. 45 MAT NO. 46 MAT NO. 47 MAT NO. 48 











IN NEXT ISSUE — 
ADviser will offer a 
variety of mats for 
your FENCE ads. 
































Hand Tool Set Round Point Shovel Garden Hose Cultivator 
MAT NO. 49 MAT NO. 50 MAT NO. 51 MAT NO. 52 
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ad 
- 
Othe : 
JOHNSON-CAMPBELL’S semi-finished home has four and a half rooms, does 
not even have plumbing roughed in. Yet so far it doesn't lack buyers. Site 
of house is Broadview Acres, where, because it’s outside city limits, owner 
can do his own plumbing, ete 


How to Sell Semi-Finished Homes 


One aggressive Texas dealer tells how to go out 
after the economy home market by supplying semi-finished 


houses. 


the problem. One answer is the 
semi-finished house. Here are a 
few tips if you plan to enter the 


With first government housing 
and now pre-fabs posing a threat 
to the low cost housing field, deal- 
ers are looking for ways to solve race. 


head 


a ‘ | 4 


at ih Da SRO 9 1d le 


First, stick to a few basic plans. 
Secondly, the quicker you get a 
few houses built, the easier will 
you be able to arrange financing 
for your customers. Don’t skimp 
on advertising and sales effort, es- 
pecially when you're first starting 
out. And, finally, don’t forget to 
follow through. 

This advice comes from a Texas 
firm—the Johnson-Campbell Lum- 
ber Co., Ft. Worth—-and specifically 
from C. D. Nichols, manager of 
the Oaks Branch. 

(continued on page 106) 
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<1 
CARRYING THE DO-IT-YOURSELF PROGRAM right ' 
through to the plumbing fixtures, Johnson-Campbell en Raw 
courages the buyer to install his own by furnishing com 

plete instructions and diagram shown at right 


Sheat Me 


Af 
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e@ Maxim 
est Cost 


In these times of rising prices, offer your customers beauti- 
ful FORD flush doors! They're volume-produced to sell at 
rock-bottom prices—with no sacrifice of quality. Look at 
these features! 





DISTRIBUTORS: Write today for full information and prices of 
money-saving, profitable FORD doors! 


RETAILERS: Send for name of your nearest distributor! 


NORTHPORT 


FLUSHWOOD DOOR CO. 


Northport, Michigan Phone 2322 
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Plastering Trowel 


It's easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 
illustrated catalog describing the 
largest and most complete line 

f of masonry tools and supplies. 


Woldblatt) roo. COMPANY 





1924A Walnut Street, Kansas City 8, Mo. 
Ist Choice of the Trowel Trades 
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Turning Ideas Into Action 


Northeastern’s Paul Col- 1951. The trend is still downward. 
The largest factor in increasing 
costs of operation has been the 
dealer problems. cost of manpower—-wages and sal- 
aries. 
2. If increasing costs are to be 
“Our future depends upon ideas halted, operating waste must be 
intelligently appiied to actuai situ- eliminated. Employes must be 
ations,” declared Paul S. Collier, trained to know the products we 
executive vice-president, Norti sell and in the know-how of sell- 
eastern Lumbermens Association, ing. Can we do it? 
at the 1953 convention session in 3. Retail building material deal- 
New York City. ers are faced with an increasing 
In his brief talk, “Ideas Pay volume of manufactured products, 
Dividends,” Collier emphasized the greatest challenge we have 
some of the questions facing all met in recent years. The challenge 
dealers: is to sell products efficiently to sat- 
Can inventories be controlled? isfy the needs, known and un- tures below the standards cf public 
Can operating costs be reduced or known, of the store owner, the demand. 
halted? Does package selling pay farmer and the home owner. 2. In home, commercial and in- 
off? Can we train workers who 1. Unless we meet the competi- dustrial modernization, we have 
will produce more and help us re- tion of other industries—automo- one of the greatest markets ever 
duce costs? Can we find more biles, television and travel, among presented to the retail lumber deal- 
buyers by creating a greater de- them—-unless we secure our share er. We cannot take it for granted. 
mand for our product through of disposable national income, our 3. The open-end mortgage can 
skillful advertising? position in the economic structure be a keen-edged selling weapon 
Among the problems we must will be in jeopardy. in the hands of intelligent and 
solve are these: far-sighted building material mer- 
chants. In 1951, 400 million dol- 
lars was advanced for home im- 
houses and commercial struc- provements under such mortgages 


lier points up solutions to 


PAUL COLLIER 


Among the positive factors in 
1. Operating costs of retail deal- our favor are: 

ers have been rising. Profit mar- 1. An ever-increasing backlog of 

gins decreased over 3°% during old 








SLIDING DOOR 
ANT HARDWARE 





THE HARDWARE WITH 
THE VERSATILE CARRIER 


iystments! Vertical, 
iers allow three _adius i 
aloe and Automatic Alignment made poss! 


‘aning’ feature. Grant 
‘e patented ‘Self-Aligning " 
weer every sliding door installation. 


Y Gint-Glide 


tal. 
less operation. Nylon outer race as durable as meta 











j hat rollers cannot slip of 
Grant Track designed so a on eae 


jump. ae re oe occomulation. GRANT PULLEY & HARDWARE CO. 
0 


chafing. 31-97 WHITESTONE PARKWAY 
Write. for FLUSHING, L. |. N. Y 


complete information 
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When You Need 

PROMPT SERVICE 
on Lumber 
Shipments... 


BUY ‘youn 
Willamette! 


Large mill capacity of all types 
of lumber assures prompt filling 
of orders. For quality lumber 
and prompt service, 
buy from Willamette. 


WILLAMETTE NATIONAL LUMBER CO. 


Plants at Corvallis and Foster, Oregon 


WILLAMETTE VALLEY LUMBER CO. 


Plant at Dallas, Oregon 


Producers of HI-HEMLOCK'", FIR and CEDAR 
HI-HEMLOCK registered U. S. Patent Office 
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MALT-A-MASTER 


wood window units 


ways 
better 


@, new idea in 


built-in weather- 
stripping that's bet- 
ter. It features a 
combination of 


aluminum and foam 





rubber for tight- 


ness. 





3 balances use exclusive 


Malta clip to permit easy sash removal 
and perfect ‘‘up-down"’ operation. 


Stock the MALT-A-MASTER .. . 
earn extra profit in '53 














Supreme Quality 
Since 1901 


Member 
Ponderosa Pine 
Woodwork Assn., 
and N. W. M. A. 


MANUFACTURING . CO. 
Malta, Ohio 





AMONG THE DEALERS 


lhe 


“ae af " oe ° 


” 
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Young Retailers Take Short Course 


Conducted jointly by the Uni- 
versity of Denver, the Mountain 
States Lumber Dealers Associa- 
tion and the Denver Hoo-Hoo Club 
No. 74, the retail lumber train- 
ing institute graduated its second 
annual class of young retailers 
February 5. Among the graduates 
was Peter Veris, center, who is 


Top Management Meets 


Institute of Building Material 
Distribution recently held a Top 
Management Institute at South- 
ern Methodist University, Dallas, 
Tex., Feb. 16-20. Present at the 
meeting were the following mem- 
bers, left to right: Emmet D 
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shown discussing a construction 
model with Donald W. Decker, 
left, chairman of the DU depart- 
ment of building industry and real 
estate, and Joel F. Scott, presi- 
dent of the Mountain States Lum- 
ber Dealers Association. Veris 
representing the Boise Payette 
Lumber Co., Boulder. 


Brown, Frank E. Carey, Jr., G. 
B. Clark, H. Ralph Liles, Maurice 
Crofford, Leo D. Cummings, Ken- 
neth J. Fielder, L. W. Helms, Sam 
Garcia, Jr., Mark Hailey, Harry 
Hutchinson and professor C. H. 
Shumaker, standing; D. C. Brown, 


Varch 


Jr., A. B. Cover, Nolan Hutchin- 
son, Thomas T. Koeler, John Moss, 
Robert N. Pettitt, S. Horrace 
Scott, J. W. Skinner, Henry W. 
Spencer, D. W. Taylor, Wayne B. 
Trott, L. C. Helms. 


NRLDA Announces New 
Dealers Training Manual 


Now more than ever dealers 
need the assurance that their em- 
ployes can meet, hold and get re- 
peat orders from customers. Real- 
izing the importance of alert, well- 
equipped employes, the education- 
al committee of the National 
Retail Lumber Dealers Associa- 
tion has prepared a Dealer Train- 
ing Manual. 

The Manual is divided into 
three parts: (1) how to conduct 
training meetings, (2) how the 
employe can study and improve 
himself on his own time, (3) a 
study outline and questions. Part 


3, however, is not mailed until 90 
days after the order is received. 

Individual products, salesman- 
ship and management methods are 
among the more important topics 
covered. 

The Manual is intended to be a 
supplement to, rather than a sub- 
stitute for, the 30-day courses of 
the Retail Lumber Training In- 
stitutes. 

Copies of the Dealer Training 
Manual are priced at $1.50 and 
may be ordered from the Na- 
tional Building Material Service 
Corp., Suite 302 Ring Bldg., 1200 
8th St. N. W., Washington, D. C, 
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COLOR - LINES - BEAUTY -.- 
with RESOLITE Phaltoryorors Glazing 


Shatterproof Resolite is dur- 
able and safe for partitioning 
in home or office. Color and 
corrugations adaptable to any 
decorative plan. Resolite 
needs no refinishing, easily 
wipes clean 


Treat your clientele to the glamour of color and translucency 
...the economy of permanent finish ...the safety of 
shatterproof, crackproof glazing. 

For decorative or utility partitioning in homes, office or shop, 
Resolite’s wide variety of beautiful colors makes it the ideal 


paneling material. Unusual lighting effects are easily de- 
vised because of its translucency. Its corrugations are useful 
in obtaining special effects of height or breadth. 

Patio canopies of colorful translucent Resolite afford pro- 
tection from sun and rain yet avoid the gloom of opaque 
coverings. 

Resolite is made of polyester resins, reinforced for strength 
and rigidity with an interwoven mat of glass fibers. Resolite 
is unaffected by weather extremes of heat, cold or moisture. 
Resolite needs no surface treatment or refinishing; its color- 


Home patios are beautiful and ful glossy surface easily wipes clean. 


protected with a canopy of 
colorful, translucent Resolite 

easily installed on metal 
or wood framing 


sheet specifications, colors and installation meth- 
ods, and name of your nearest distributor, write 


For complete information on Resolite, on math 





This 48-inch old growth McKenzie River Yellow Douglas 
Fir log coming up the chute into the sawmill is pictorial 
testimony that Rosboro is cutting large old growth logs, 
which every lumberman knows produce the finest upper 
grade lumber, such as flooring, siding, finish, etc. 


For top quality Douglas Fir, order from Rosboro. 


ROSBORO LUMBER CO. 


Springfield, Ore. 


BSP ae 
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Oscar Award to Minot 


Art Hood, American Lumber- 
man editor, presents “Oscar” 
award to Aram B. Fleurant, Jr., 
president, and Alberic Desaulniers, 
manager, Minot Bros., Inc., Woon- 


lowa to Feature 
Panel Discussions 


For the 20th year, Des Moines 
will be host to the Annual Conven- 
tion of the Iowa Retail Lumber- 
mens Association, March 11-13, at 
the Iowa Exhibit Building, state 
fairgrounds. Nearly 3,000 lumber- 
men, representing all branches of 
the building materials industry, 
will visit the more than 200 ex- 
hibits and attend numerous busi- 
ness and social events during the 
three-day meeting, according to 
Charles Gunn, Cedar Rapids, presi- 
dent, who will deliver the keynote 
address. 

The program will consist of 
rroup discussions, panel discus- 
tions and general sessions. The 
tonics selected for discussion by 
these groups are timely and of vital 
importance to the successful opera- 
tion of the modern lumber and 
building material business. 

Convention headliners in addi- 
tion to President Gunn _ include: 
Gates Ferguson, Advertising Direc- 
tor, Celotex Corp., Chicago: Wil- 
liam J. Salmon, Associate Editor 
Building Supply News, Chicago: 
John Egan, Wood Conversion Com- 
pany, St. Paul, Minn.; A. M. Bur- 
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socket, R. I. The award was on 
behalf of the Building Materials 
Exhibitors Assoc. for the best win- 
dow display and was made at the 
recent Northeastern Convention. 


net, Allied Building Credits, Des 
Moines; G. F. Hoppe, Sales Promo- 
tion Manager, Insulite Division, M. 
& O Paper Company, Minneapolis; 
and W. H. Badeaux, Association 
secretary, who will moderate the 
panel discussions. 

Among the subjects to be dis- 
cussed in the group discussions are: 
“Installment Selling in the Lumber 
Yard,” ‘Remodeling Market in 
Your Community,” “Credits and 
Collection,’”’ and others. 

Panel discussion subjects will in- 
clude “Increasing the Sale of Re- 
lated Items,” ‘‘Uses and Abuses of 
Manufacturer’s Advertising Liter- 
ature” and “Case Histories of Pro- 
fitable Dealer Management.” 

Officers of the Iowa Retail Lum- 
bermens Association in addition to 
president Gunn are: D. M. Peaslee, 
Jr., vice-president for Northern 
Iowa; Thomas C. Fortune, vice- 
president for Southern Iowa and 
W. H. Badeaux, secretary. 


62nd Hoo-Hoo to 


Be in Minneapolis 
Convention headquarters for 
the 62nd annual Hoo-Hoo Con- 
vention will be the Hotel Nicollet 
in Minneapolis, Minn., Sept. 9-11, 


1953. This announcement was 
made by the convention chairman, 
George Shaw Withy, secretary- 
treasurer, W. R. Shaw Lumber 
Co., of the Twin Cities. 

Shaw urges members planning 
to attend to make reservations 
well ahead of time, since the con- 
vention follows almost immediate- 
ly after Labor Day. For further 
information write to Hoo-Hoo 
Convention Committee, 2635 Uni- 
versity Ave., St. Paul 14, Minn. 


Maclea Marks 60th Year 


The MacLea Lumber Company 
leading lumber firm of Baltimore, 
celebrated its 60th anniversary on 
February 21 of this year. 

Specially honored at a luncheon 
for employes was William C. Mar- 
ket, a salesman, who has been with 
the firm for 52 years. He was the 
recipient of a gold watch, as were 
H. Clay Mullikin, a cost accountant 
with the firm for 47 years, and 
Charles Johnson, Negro mainten- 
ance man, who has been with the 
firm for 43 years. 

The firm has 130 emploves, 20 
of whom have more than 15 vears 
service. Special anniversary 'apel 
pins were presented to all employes 
by D. Carlysle MacLea, president. 
The pins embodied the tree emblem, 
which the MacLea uses widely in 
its advertisements. 

A portrait by the artist, R. Mc- 
Gill Mackall, of the co-founder of 
the firm, Daniel MacLea, was un- 
veiled in the company boardroom. 
MacLea died last year. D. Carlysle 
MacLea succeeded his father as 
president of the company in 1942. 
Two other brothers are officers of 
the firm. Robert H. MacLea is vice- 
president and treasurer, and T. 
Raymond MacLea is vice-president 
in charge of sales. 


Baltimore Yard Burns 


A waterfront fire on February 17 
in the Canton section of Baltimore's 
inner harbor destroyed a large lum- 
ber yard of the Baltimore Lumber 
Company. 

Daniel Schloss, president of the 
company, said 1,000,000 board feet 
of lumber, a large pier, several 
sawmill buildings were totally de- 
stroyed. The firm only very recent- 
ly had added many improvements 
to its waterfront property. 

Mr. Schloss would not estimate 
the loss sustained. A large amount 
of checks and other valuable papers 
were retrieved from a safe in the 
office which was burned. 
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WATERLOX 
Weather-cide 


FOR REDWOOD 
OR PINE HOMES 


FOR MODERN 
SCHOOLS 





FOR ALL NATURAL WOOD 
OUTSIDE TRIM 


A Finish designed to last! 
Cuts the cost of upkeep on outside 
trim doors and sash! 


GET DETAILS TODAY. WRITE. 


WATERLOX 


DIVISION OF 
The Empire Varnish Co. 
2636 E. 76th St. Cleveland 4, Ohio 
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Sliding doors 
that WORK 


with the greatest of ease! 
...and SELL so easily, too! 


Pre-packaged, Ready-to-Install 


NOVOPLY* SLIDING DOOR UNITS 
can’t warp, swell, rattle or stick! 


Home-owners don't need to be muscle men to open 
and shut Novoply Sliding Door Units! They work 
so easily that even a child can operate them. 
These units are made of Novoply, the flattest panel- 
ing ever produced, And they are precision-built to 
assure simple installation, easy adjustment and per- 
manently smooth, trouble free service. 


They come to you pre -packaged, re; ady to be in- 
stalled with all necessary hardware, as well ; as pre-cut 
jambs and header. Top rollers are equipped with 


ball bearings and run smoothly on an overhead track. 


The Novoply doors are %” thick and are guaranteed 


not to warp more than ”, if properly installed. 

The beautiful wood-mosaic beauty of the paneling 
can be preserved with a simple wax finish. Or it can 
be readily stained or painted. 

From Houses to Trailers! What a ready-made market 
awaits you for these Novoply Sliding Door Units. 
They re wanted for new and remodeled homes . . . 
for apartments . . . for office buildings . . . schools 
. motels. Yes, trailers make a profit- 
able market, too! 


: hospitals Bey 


Our warehouses carry them in stock now. See them 


today or send the ompen ee compre te information. 

Mark tere 
UNITED STATES PLYWOOD CORPORATION 
World’s .argest Plywood Organization 


Manufacturers and Distributors of Weldwood § 
Weldwoodik) Doors, and other specialties 


iner patents 4 
Ply wood, 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 


Please send me further information, dimensions, etc 
Sliding Door Units. 


AL-3-23.53 


. on Novoply 


Name 
Address 


City 





WITH MANUFACTURERS AND WHOLESALERS 





“THIS FELLOW went barreling down a ramp once 


too often 


2 “HIGH-TIERING without a driv 


er's overhead guard can be dan- 


gxerous 


4 “APPROACHING BLIND corners 


aisles 
ounding your horn, 


ind == crossing calls for 


3 “WORKING FROM an elevated 
platform is O.K only if it’s 
anchored to forks 


“WHEN IN DOUBT about the 
rated capacity of your. truck, 
check the name plate . she 


How Not to Drive A Fork Lift 


A new training and safety film 
for industrial truck operators has 
been produced by the Clark Equip- 
ment Co. The new 30 minute 
sound movie, “Safety Saves,’ was 
filmed at on-the-job factory and 
warehouse locations. It dramatic 
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ally illustrates the ‘“do’s and 
don'ts” of safe driving, and shows 
the cause of most truck accidents 
and how to avoid them. For truck 
owners who want to reduce acci- 
dents and damage to stock, the 
new movie will be a valuable tool. 


Varch 


Z 3. 1953, 


It is the only training film of its 
kind in existence. 

The film was produced in re- 
sponse to literally hundreds of re- 
quests from industry. It will avail- 
able to dealers and manufacturers 
and others on a loan basis starting 
March 1. For a reservation form, 
write the Clark Equipment Co., 
Industrial Truck Division, Battle 
Creek, Mich. 


Wool Association Booklet 
Meets Moisture Menace 


Food preparation, bathing and 
dish washing are among the most 
frequent causes of moisture—or 
water vapor—in the home. Cook- 
ing dinner for an average family 
of four releases 2.7 pounds of 
moisture into the air; a bather 
adds about ' pound of water 
vapor, and one shower produces 
four times as much vapor as a 
regular bath. A pound of mois- 
ture is released every day by dish 
washing alone. 

These facts are being empha- 
sized by the National Mineral 
Wool Association in its drive to 
control condensation in the home. 
For home dwellers with persist- 
ant moisture problems, the Asso- 
ciation has prepared 72-page 
booklet, “How to Control Mois- 
ture in Homes.” 

Not only is the booklet valuable 
for its definition of terms, but 
also for presenting in succinct 
form the most important data so 
far available on the moisture prob- 
lem. Charts, graphs and a list- 
ing of works written on the sub- 
ject are given, along with a help- 
ful check-list on the 23 most 
troublesome spots in and about 
the home. 

Prepared by Frank Parsons and 
the technical committee of the 
National Wool Association, “How 
to Control Moisture in Homes’”’ is 
available to the public for 25 cents. 
Address inquiries to NMWA, 2906 
R.K.O. Bldg., Rockefeller Center, 
New York 20, N.Y. 


ABCO Adds Rocker Arms 
to Hand Trucks 


The Automatic Bending Co., 
Harvey, Ill., announces a new de- 
vice for increasing the mobility 
of hand trucks. Known as “E-Z 
Climb,” the device consists of two 
patented rocker arms which are 
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MAKE THE LAS ~ 


MOST OF YOUR LEADING ARCHITECTS AND 
SCREEN CLOTH SALES | her 


.. the most dollars that is! Tei Wee late 
recommend 


Nterling: 


600 SERIES 











y <. ‘aan ene Tn 


WON’T RUST, CORRODE ] | 
OR STAIN! 4 | 
WRITE FOR FREE sample and information: OF a | Nterlin | nq) 


HARDWARE 











LUMITE CHICOPEE MILLS, Inc., 47 Worth Street, New York 13, N.Y. - F 
DIVISION “Registered Trade-mark | Saves Time! Saves Money! 


Easy to Install and Adjust! 


USE STANDARD DOOR FRAME. No GUIDE STRIPS eliminate trouble- 
is) special header construction am grooving of doors. Not 

e€ needed. No grooving! visible from the outside. 
|| LUMBER COMPANY 


MANUFACTURERS APRON CONCEALS HANGERS AND DOOR GUIDES can be installed 
TRACK. May be painted if desir after doors are hung. Slotted 


M ed. No extra trim necessary. screw holes permit easy ad- 
Short Leaf Pine rc 


AND 
ONLY ONE INCH HEADROOM RE- NO TRACK ON THE FLOOR to 
Hardwood Lumber 6 ovieeo, No need for extra @ asic dust and dirt . . . floor 
e 4 P headroom for hardware is Clear and clean at all times. 
Boards Our Specialty 


WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 4) ADJUSTABLE HANGERS. Slotted DOOR STOP keeps flush pull on 


screw holes make it easy to rear door always accessible, 
PHONE 148 plumb door with jamb Fingers can't get pinched, 
HURTSBORO, ALABAMA 

















Write for Catalog on Sterling line of Sliding Door 


Abe Hardware for wardrobes, pocket doors, side doors 
The HUATSBORG in home garages and other Sterling products. 





buf ' FLOORING Ole Nte ling) apne aig ded, 


HARDWARE 
Manufacturers of ! *® See our Catalog in SWEET'S 
HIGH GRADE END MATCHED j Architectural File and Builders’ File 


OAK FLOORING + Visit our Display at... 





in 25/32in. 1/2in The Architects Samples Corp., New York City 


Moulding Pine Finish @ We are in @ position to Ship Ook 
Flooring and Aw Dried Yellow Pine Boords STERLING HARDWARE MANUFACTURING CO. 


in the Some Cor 2345 W. Nelson Street Chicago 18, Illinois 
Plant at HURTSBORO. ALABAMA . 
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attached to ABCO trucks. It per- 
mits easier handling of loads up 
and down stairs and places where 
ramps are not provided. 

“E-Z Climb” trucks are now 
available in both steel and alum- 
inum frames, with a variety of 
wheel diameters. The’ trucks 
weigh about four pounds more 
than conventional trucks not so 
equipped—-and cost about 10 dol- 
lars more. 

The rocker arms act like an 
extra pair of wheels, supporting 
the load when it is being lowered 
(or raised) from one level to the 
next. No drag or friction is in- 
curred, since the arms return to a 
neutral position after each step is 
negotiated 


“Best by Test” 


SaninTex 


TEXTURE FINISH 


¢ 
Sater Rubber Base 

OUT? pant @ canmeee 6° 
sas parr 


Seidlitz Announces New 
Texture Rubber Base Paint 

A new latex base wall finish 
that literally “paints and plas- 
ters" in one operation is being 
marketed by the Seidlitz Paint 
and Varnish Co., Kansas City, Mo 
The new product is called Satin- 
Tex. It is a texture paint that ac- 
tually resurfaces like plaster, fills 
ind hides small cracks, seams and 
joints and redecorates at the 
same time. Odorless, it dries with- 
in 60 minutes, hard overnight. 
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The latex film cures in 30 days 
to a tough, washable surface. 

SatinTex is available in finish- 
ing white and tinting white only. 
However, a full range of 18 dec- 
orator colors in the Seidlitz Satin 
Tone interior line may be used 
with SatinTex. 

Any type of texture design may 
be created with SatinTex, result- 
ing in a glare-free, satin-like fin- 
ish. 

G. R. Seidlitz, vice president 
and general manager, believes 
that SatinTex is a unique devel- 
opment in the field of texture 
paints. “It will enable every paint 
dealer to further increase his 
sales in the expanding do-it- 
yourself market,’ he says. “It 
will also offer contractors a sen- 
sible and economic answer to ris- 
ing labor costs through one-coat 
application.” 

The tinting units of color are 
supplied to SatinTex dealers at 
no extra cost. 


Brushed Redwood Plywood 
By Mand M 


A new architectural product, 
softly brushed California redwood 
plywood, is being introduced to the 
new home and remodeling markets 
under the name Malarkey Shado- 
wood. This is the third redwood 
plywood product created since 1949 
by M and M Wood Working Com- 
pany, makers of Malarkey ply- 
woods and doors, and will be avail- 
able nationally at wholesale and 
retail levels. 

Shadowood is made in two styles, 
clear redwood and knotty redwood 
V-grooved on 6, 8 and 10-inch cen- 
ters respectively across the width 
of the panel to look like random 
planking. Knots do not exceed 1!’ 
in diameter. 

Shadowood is a textured surface 
redwood plywood from which a 
large part of the soft portion of 
the grain has been brushed. No 
splintered or ragged surface is left 
but rather a rounded, lightly pol- 
ished, considerably harder face. 
The panels have natural warm red- 
wood tone and lend themselves to 
a wide choice of finishes. Though 
primarily desirable as wall sur- 
faces, Shadowood is also seen as 
a high quality material for picture 
frames, decorative panels, fences, 
commercial and many other uses. 
Like other redwood it is lighter 
in weight than ordinary plywood 
panels and resistant to weather 
and insects. 

Panels are being made in 5/16” 


Varch 


thickness and of standard 4x8 foot 
size; other thicknesses available 
Other Malarkey redwood plywoods 
‘re figured grain redwood plywood 
and rift grain redwood plywood, 


Armstrong to Push 
“Growth Products” 


Sales of the Armstrong Cork 
Company in 1952 totalled $202,- 
373,467, the highest in history, and 
net earnings after taxes amounted 
to $8,685,259, C. J. Backstrand, 
president, reported in the annual 
statement mailed recently to stock- 
holders. The net profits, which rep- 
resented a return of 4.3% on sales, 
were slightly higher than the $8,- 
529,600 earned the previous year 
which represented a return of 4.2° 
on a sales volume of $201,134,473. 

Earnings per share of common 
stock, after deducting dividends 
paid on the preferred, were $5.47, 
compared with $5.35 in 1951. Divi- 
dends paid on the common stock 
amounted to $3.10 per share, the 
same as the previous year. 

Backstrand said his company 
planned continued emphasis on flex- 
ible policies to meet changing con- 
ditions. Within the large over-all 
sales potential for the diversified 
Armstrong line, particular atten- 
tion in selling, manufacturing, and 
research is being given to “growth 
products.” Such products include 
those for which expanding sales op- 
portunities exist in the sharply in- 
creasing replacement and modern- 
ization market in residential, com- 
mercial and institutional building; 
and products designed to contribute 
to the advancement of efficient in- 
dustrial operations and higher liv- 
ing standards generally. 
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Get ready for No Charge! 


Sready Door Closer Profits | 
with this SARGENT HARDWARE WEEK SPECIAL! 


On your mark — get set —let’s go—and get ready for — = 
NATIONAL HARDWARE WEEK! = > / Feature the Sawog 
S> Sargent = 








Cash in on this package NOW: 
You pay for 6 Sargent 2000” 


4 
Tool! 


screen and door 


closers...just $15.00. You 
$22.50 retail! You also get...a 
closer mounted on an 
display ...worth $5.75. A 
ers how the Sargent ‘*2000” 
keep selling tor you! 

This special 1 


immediately. Remember, it’s 





get 6 
eye-¢: 
display that 


works.. 


for HARDWARE WEEK only. 


worth 
one door 


closers... 
tno charge... 
itching demonstration 
shows custom- 
.a display that 


~»SO order 


a completely new closer! 


The GRip- SNIP* does 
about the 


5 jobs 


W rite Dept. 3C. 


*TRADE MARK 


SARGENT AND COMPANY 


New York « NEW HAVEN, CONN. 


Builders Hardware and Fine Tools since 1864 | 


well! Get full details 
Sargent Grip-SNip Merchandising Kit. 


* Chicago 
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© The Borden Co. 


@ Millions of Borden advertising 
dollars have made Elmer one of 
America’s best-known salesmen. 
This year he’s selling ELMER’s 
GLUE-ALL in The Saturday Evening 
Post, Good Housekeeping, Better 
Homes and Gardens, Parents’ , Better 
Living, American Magazine, Popu- 
lar Science and Popular Mechanics. 

Put ELMER’s eye-catching Dis- 
play Cartons in your window and 
on your counter—and watch them 
build traffic...and sell glue! 

Order from your wholesaler in 
2 oz., 4 0z., pint and quart sizes. 


Borloni Chemical Division 





ELMER 
ELLS 
LUE! 


IF IT’S Dordens 


IT’S GOT TO BE GOOD! 


B.3.11 


350 Madison Avenue, New York 17, New York 


BUILDING 
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Brentwood, Maryland 








THE LUMBER MARKET 


Expanded Research 
Urged for Lumber 


Research on an expanded scale 
is the next forward step needed by 
the entire lumber industry, Ralph 
R. Macartney, president of Nation- 
al Lumber Manufacturers Associa- 
tion, told members of the Western 
Pine Association at their annual 
meeting in San Francisco, March 6. 

Reporting on the National’s 1953 
activities, Mr. Macartney empha- 
sized the lumber sales promotion 
and wood research activities con- 
ducted by NLMA’s affiliated organ- 
ization, Timber Engineering Com- 
pany. 

“IT can tell you that they are do- 
ing a good job in helping sell lum- 
ber,” said Mr. Macartney. “I regard 
the results of their sales promotion 
and research efforts as one of the 
lumber industry's outstanding ex- 
amples of how research can pay 
off for lumber and forest prod- 
ucts.” 

Turning from lumber promotion 
achievements in the building field 
to the benefits from research con- 
ducted in the Teco laboratory, Mr. 
Macartney pointed out that its 
range of projects “runs from re- 
view of lumber specifications to 
railroad crossties, and from all- 
wood minesweepers for the Navy 
to training men for industry.” 

He cited Teco’s two-year project 
for the Corps of Engineers, review- 
ing 1,000 lumber and wood product 
specifications and declared: ‘This 
work has been of great value to our 
industry in developing satisfactory 
specifications that producers can 
meet. One lumber manufacturer re- 
ported that, because of this speci- 
fications work he had been able to 
get a $550,000 contract for a lam- 
inated wood product by which the 
government received a_ superior 
item at substantial savings.” 

The Navy’s all-wood minesweep- 
ers, developed by the Bureau of 
Ships in cooperation with the labor- 
atory, also were cited as a good 
example of research developing 
lumber sales. The speaker stated 
that well over 66 million feet of 
lumber are being used in this ship- 
building program. 

“T feel that the time has come,” 
Mr. Macartney told the Western 
Pine group, “when individual com- 
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| FLOOR AREA IN NEW HOUSING | 
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STARTS FAIL TO TELL THE STORY. 


As the above chart shows the floor 


area in tofay’s homes is constantly decreasing and this means less lumber 
will be sold. In 1953 many experts says this trend will be reversed and that 
bigger homes will be built to accommodate America’s larger families 


panies, groups of companies and 
the associations could profitably 
expand research projects in the 
Teco laboratory. 

“The principal unsolved problem 
facing our lumber industry is not 
one of raw materials nor produc- 
tive capacity. It is in reversing 
the downward curve of the nation’s 
per capita consumption of lumber. 
In the past 45 years, our popula- 
tion has increased 46%, but our 
people today are using 17% less 
lumber. 

‘“‘Lumber’s retention of a reason- 
able share of present markets and 
a greater portion of new markets,’ 
he warned, “will depend, to a large 
extent, on technical developments 
in the wood products industries in 
the next few years.” 


New West Coast 
Buying Directory 


West Coast Lumbermen’s Asso- 
ciation has available the 1953 
“Where to Buy” which, with a dis- 
tribution of 34,000 copies, is prob- 
ably the most widely used direc- 
tory of lumber manufacturers in 
the world. 

This new edition shows the most 
recent personnel and _ address 


changes of mills whose production 
represents the major portion of the 
lumber produced in the West Coast 
region. The listing includes saw- 
mills, remanufacturers, fabrica- 
tors, wood pipe and tank manufac- 
turers, glue-laminating plants and 
wood preservation plants. 

The details given are arranged to 
assist the buyer in selecting the 
mills able to furnish the lumber 
that is needed. 

Copies are available without 
charge from West Coast Lumber- 
men’s Association, 1410 S. W. Mor- 
rison Street, Portland 5, Ore. 


Seattle Waits 
For Spring Trends 


For more than two months there 
have been slight changes in prices. 
The market is somewhat in favor 
of the buyer. Production weather 
has been most favorable. Every- 
body is watching for signs to indi- 
cate the Spring trend. 

Fir uppers in the C and Btr 
grades are a little firmer due to 
the fact that the logs they are 
made from are also much sought 
after by plywood manufacturers. 
Twelve-inch fir and hemlock fin- 
ish have advanced $10 to $15. 
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These items are very scarce as they 
have to be made from the cream 
of the log. Hemlock drop siding in 
the B and Btr and C grades has ad- 
vanced $5.00. Green firm dimen- 
sion is not too strong. Many tran- 
sit cars have had to be sold at dis- 
tress prices. The market is sensitive 
and may change quickly. 

Pine boards have been firmed 
through minor price adjustments. 
Ponderosa and sugar pine shop 
items are scarce. Top grade boards 
are hard to buy. No. 2 and Btr 
boards have advanced $2 to $10 
since lumber was decontrolled. Dry 
spruce stocks are scarce and there 
is no market for green. Spruce 
boards are scarce. No. 1 perfection 
shingles are in small supply. No. 2 
perfections and XXXXX are a little 
weaker. Cedar siding prices are 
steady. 

Significant are figures compiled 
by the P.L.I.B. for January. In 
round numbers they ieveal that 
B.C. shipped 39 million feet to the 
Atlantic coast while all exports to 
the world from the three Pacific 
coast states amounted in the same 
month to 37 million. 

Log prices are practically the 
same. Fir logs in the open market 
are scarce. 


Mills Optimistic 
In Tacoma Area 


The lumber market in the Ta- 
coma area still is quiet. However, 
inquiries are increasing and this, 
coupled with reports current here 
that the situation nationally is 
showing definite signs of improve- 
ment, has caused an optimistic re- 
action. Mills are operating stead- 
ily, although much of the cut is 
going into stock piles for later use. 
Continued mild weather is enabling 
logging camps to prepare for re- 
sumption of operations. This is 
particularly true in the mountain 
areas, where late snowfall had 
caused a shutdown of high level 
operations. 

Local building, particularly res- 
idential construction, is holding up 
fairly well. However, some concern 
has been expressed over the possi- 
ble effect the curtailment in govern- 
ment building will have upon near- 
by defense installations where ex- 
tensive construction programs are 
contemplated. In some instances, 
calls for bids on these are being 
held in abeyance until the status of 
the defense building program has 
been definitely established. 
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D. L. FAIR LUMBER CO. 


ELAN 


nad 


Tey 


SDEL-AIR 


im | 


Especially adaptable to quick, economical installation over concrete. Cross 
wise grooves spaced to insure better mastic adhesion. Available either pre 
finished or unfinished. 


CHOICE OF GRADES AND TYPES OF WOOD 


Available in either Red Oak or White Oak in all standard strip flooring grades 
and also in the following special grades: Prime, Standard and Better, Standard, 
Tavern and Better, and Tavern. 


SIZES TO FIT EVERY JOB 


Comes in the following sizes: 25/32'x634"x6%4", 25/32"x7'/2"x7'/2", 25/32''x 
9°x9", /2"x8"'x8" and '/2"x10"x10". Completely adaptable to large or small 
homes, commercial structures, housing projects, schools and institutions. 


DEPENDABLE UNIFORM QUALITY 


Distinctive DELFAIR OAKBLOK fooring is carefully and uniformly manufactured 
to meet the most rigid specifications. All blocks are steel spline joined. There 


. . . demand DELFAIR. 


is no substitute for oak floors. Demand the best 


Louisville, Mississippi Member: NOFMA 


WRITE FOR 
COMPLETE 
INFORMATION 


ALSO: Standard Strip, Prefinished, Plank and Square Edge Strip 
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DIBOLL, TEXAS 


COMPANY 


SALES OFFICE 


GCAK FLOORING 











SOUTHERN HARDWOODS :: 
DIBOLL ano PINELAND, TEXAS 
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Domestic waterborne lumber 
shipments are moving out of here 
steadily, but there has been some 
slackening off on both rail and for- 
eign shipments. One of the larger 
cargoes loaded here this week was 
one of approximately 3,500,000 feet 
of lumber for Atlantic ports taken 
by the Northport of the States Ma- 
rine line. The lumber was barged 
here from Olympia and Seattle for 
shipment by the Dutton Lumber 
Co. of Eureka, Calif. 


Market Slow 
At Kansas City 


A noticeable showing down in de- 
mand for yellow pine was in evi- 
dence in the Southwest in the last 
two weeks. Normally business is 
slow about this time of a year as 
dealers mark time prior to place- 
ment of orders for the spring busi- 
ness. The fact that the source of 
supply is close to the job destina- 
tion results in no feverish demand 
to buy ahead of needs. 

Mills and wholesalers here re- 
port nothing of importance took 
place following the lifting of ceil- 
ing prices on lumber. In one in- 
stance a boost of $2 was seen in 
finish prices, but this largely re- 
flected a temnorary shortage of in 
ventory. With fir finish short in 
supply yellow pine has been sought 

Prices of vellow pine staved at 
former ceiling prices, which were 
the rule with the larger mills. The 
smaller mil's generally quoted 
prices under ceilings and the pres- 
ent list still showed prices at form- 
er under-ceiling levels. 

One of the reasons for the slow- 
ness in the market, according to 
lumber dealers, is the gloom in the 
farm districts occasioned by the 
break in prices of farm commodi- 
ties. Lumber dealers in the rural 
sections of the Southwest believe 
that the depressed prices for grain 
and livestock may have an adverse 
effect on construction and renair 
work on the farms this vear. 

Lumbermen also said that the 
tempo of inquiry from industrial 
and furniture buyers has not picked 
up in recent weeks. 

Mills are not inclined to reduce 
prices in face of the lull in business 
because of the recognized shortage 
of stocks in most dealer’s hands 
plus the fact that production will 
be light for several more weeks be 
cause of the rainy season. Ord >rs 
for 8-inch No. 2 kiln-dried boards 
generally were at $90 to $92, with 


air-dried about $3 a _ thousand 
cheaper. The 6-inch common boards 
were $87 to $90, with air-dried 
stocks ranging from $2 to $4 less 
A wide range existed for 2 by 4's, 
with prices quoted at $80 to $90. 


Nationally 


Lumber shipments of 479 mills 
reporting to the National Lumber 
Trade Barometer were 2.1‘7 above 
production for week ending Feb- 
ruary 28, 1953. In the same week 
new orders of these mills were 
12.9°; below production. Unfilled 
orders of the reporting mills 
amounted to 45° of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 25 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 53 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
5.3°7 above production; new or- 
ders were 8.8°; above production. 

Compared to the average corres- 
ponding week in 1935-1939, pro- 
duction of reporting mills was 
90.3°, above; shipments’ were 
65.9°, above; new orders were 
54.4°7 above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 
10.8°; above; shipments were 0.6‘ 
above; and new orders were 10.1‘ 
below. 


Southern Pine 


Shipments of southern pine by 
the 115 mills reporting to the 
Southern Pine Association for the 
week ending February 28, were 
15,893,000 feet, 2.27°7, below pro- 
duction. Orders for the week were 
14,878,000 feet, 8.51° below pro- 
duction. Production was 16,692,000 
feet, 13°7 below the three year av- 
erage. Orders on hand totaled 
15,953,000 feet, a 2.16°7 decrease. 


Western Pine 


Production of western pine and 
associated woods by the 110 mills 
reporting to the Western Pine As- 
sociation for the week ending Feb- 
ruary 28, totaled 62,436,000 feet. 
This compared to 56,785,000 feet 
for the same week a year ago. Ship- 
ments for the week were 70,883,000 
feet, 13.5°7 above production. In 
the same week a year ago ship- 
ments were 76,120,000 feet. Orders 
for the week were 74,110,000 feet, 
18.7°; above production. 
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Are you cashing in on the | 
spring fence-building season by 
Selling ,pessure-cREOSOTED Wood posts? 
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United States Steel 


creosoted fence posts 


HIS month—when many farmers are taking care 
Ta their fence-building chores—is a good time 
to put extra effort into your promotion of pressure- 
creosoted wood fence posts. And, if you haven't 
been handling them, there’s no better time to begin 
than right now. 


Extensive advertising in major state and regional 
farm magazines during the fall and winter has made 
your farmer customers well aware of the savings 
that pressure-creosoted posts make possible. This 
month— just at the time they are most likely to buy 
—farmers will be seeing more of this advertising, 
based again on the experience of users in their 
own area. 

If you are now selling pressure-creosoted wood 
fence posts, step up your own promotion this month. 
And, if you haven’t been getting your share of this 
business, don’t wait another day. Mail the card 
below. We'll send complete information and a copy 
of our new guide, “‘Fences That Pay,’’ now being 
offered to farmers to assist them with their fencing. 


™™ United States Steel is a major producer of 
Creosote Oil used by many producers of pres- 
sure-creosoted fence posts. When your sup- 
plier tells you he uses U’S‘S Creosote Oil, 
you can be sure a quality preservative has 
been used. 
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Don't pass up this opportunit 
to build volume and profits in 
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FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L &R.) 

Pittsburgh, Pa. 














BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United States 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2811-M, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 





Lumber Prices at Press-Time 


The following 


index is intended merely as a check on buying practices, 


It is 


a compilation and average of mill prices at press time and should not be con- 


sidered as current on the day the magazine is received. 
useful in following market trends and as a check on purchases 
magazine. 


mately ten days before receipt of 


DOUGLAS FIR 


Vertical Grain Flooring , 
Be bu ; ) 

Lx4 .155.00 109.00 
Flat Grain F enna: 
1x4 - 130.00 93.00 


1x6 155.00 50. 105.00 


Drop Siding 
Ixts (Pat. 
xb (Pat. 


#106). 
#116). 


155.00 
155.00 


110.00 

105.00 

Celling 
yex4 
1x4 


. -125.00 80.00 
.115-125 120.00 80.00 


Boards and Shiplap and 2 (Green) 
1x6 1x8 1x 10 
No. 1 .. 65,00 
No, 2 . 98.00 
No. 3 51. 00 


No. 1 Dimension 


. 2 Dimension 
¢ 4 67.50 67 
68.50 
68.50 
68.50 § 638.5 
68.50 68.5 68,50 
. 3 Dimension R/L Only 
S ss 


(Add 15 dollars for dry lumber) 





RED CEDAR SHINGLES 


ae a 
1 24” 4 13 
No 2 24” * 
No. 3 24” 5. 
Perfections 
No. 1 18” 
No 2 18” 
No 18” 
XXXXX 
No l 16” 
No. 2 16” 
No 3 


2f 

25 
00 
10.00-10.25 


4.50 
3.75-4.00 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 10° are: 

He eled Siding, ' Inch 
Clear 
$0.00 

. $5.00 
.105,00 

. 0188 5.00 

Clear Bungalow Siding, 

8 inch 
10 inch 
12 inch 

Finish B 

®# to 10 
1x 8 
1x10 
1x12 


“Ay 
75.00 50.00 
80.00 60.00 
100.00 85.00 

130.00 90.00 

% Inch 

170.00 165.00 125 

200.00 195.00 15 

195.00 190.00 15 

S2 or 48, 


“R” 
x4 inch 
%x5 inch 
%x6 inch 
x8 inch 


-00 
00 
0 


5 
0.00 
and Btr. 
or Rough 
240.00 
. 240.00 
250.00 
Ceiling or F enue B pen Bir. 9-106" 
B&Btr. Cc D 
1x , ....120.00 100.00 90.00 
1x4 ..120.00 116.00 95.00 
Discount on mouldings 620’ -20° odd 
lengths 
Series 8,000 
Iisting under 
cent, 
Listing 4.00 
per cent. 
Clear Lattice, 5-16”, 
Ft 


4.00—list plus 35 per 


and over—list plus 35 


6-17 
100 Lin. 

1/3x3 

1/3x4 


BuILpING PrRopucTs 


the 
market price changes since the last issue 


MERCHANDISER 


made 


the Editors. 


WESTERN PINES 


Ponderosa Pine 


The prices should be 


approxi- 


4ARW 


Selects and 
S2 or 48 4ikW 

C&Btr RL 25 255.00 
Shop, S28 No 

5/4 

6/4 ae 
Commons, S2 or 48 

2&Btr 

oe ae eee 
1x12 RIL 
Idaho White Pine 
Selects S2 or 48 

1x4 1x6 
270.00 27 
239.00 
Commens, 82 or 48 No. 1 


Ix 8. vevess cee 
1x12 188.00 


87.00 
124.00 R700 


C&Btr 


No 


161.0 
Sugar Pine 
Selects 
S2 or 48 r4aRrw 5 
B&Btr. RL 270.00 
C RL 265.00 
D RL 235.00 
Shop, S28 No. 1 
B/E es 157.00 
6/4 .157.00 


i+RW 
280.00 
275.00 
245.00 
No ~- 
125.00 
25.00 


g 


l 
5 Tree ‘ . - 142.00 
; _— . 142.00 


Noa. 3 


1x8 
1,00 271.00 
239.00 239.00 


9 


146.00 


0 


g 


Bold face listings denote 


4 RW 
265.00 
No, 2 
110.00 
110.00 


No. 4 


286.00 
245,00 
No, 3 
85.00 
85.00 





OAK FLOORING 
Clear Pin 22% Hx1% 
155.0 


White 180 
Red ie 00 160.00 
Sel. Plain 
White 
Red 
#1 Com, 
Vin. White 
& Red ..153.00 


#2 


177.0 


.162,00 135.00 167.0 
172.00 140.00 167.0 


123.00 


Com, 
Pin. White 

& Red .. 95.00 
#1 Com, 

& Btr 

Shorts, 


1%” ...105.00 


60.00 2.0 


75.00 97.0 


SOUTHERN PINE 


Vertical Grain Flooring 
B& Btr 
175.00 

Flooring 
160.00 
.190.00 


1x4 

Flat Grain 
1x4 
1x6 


c 
165.0 


Drop Siding 
1x6 (Pat. #106).170.00 
1x6 (Pat. #116).170.00 

Boards & Shiplap 
1x6 

100.00 

75.00 
60.00 

1 Dimension 

12° 


160.0 
160.0 


1x8 1 
105.00 1 5 0 
77.00 7.0 


65.00 65 0 


No, 1 

me. 2 es 

me. S cos 
No. 


x 
1 


14 16/ 
90.00 92.00 
85.00 86.00 
2x 8 88.00 88.00 90.00 
2x10 98.00 9900 49.00 
2x12 104.00 104.00 104.00 
No. 2 Dimension 
2x 4 89 OO R200 R5 00 


"x 4 89.00 
2x 6 85.00 


2x 6 78.00 79.00 
2x 8 78.00 79.00 ( 
2x10 8200 83.00 82.00 &9 
2x12 82.00 83.00 82.00 89 

No. 3 Dimension R/L Only 

2x 4 59.00 ; 
2x 6 
2x 8 
2x10 
2x12 


x0 00 
80.00 


177.00 


0 


0 
0 


135.00 


0 


0 


0 


0 
0 


0 
0 
0 


18 
.00 


00 


5.00 


00 
00 


».00 


00 
00 
00 
00 


x1% 
62.00 
162.00 


152.00 
152.00 


120.00 


77.00 


97.00 


REDWOOD 


Bevel Siding 
Clear All Heart. 
All Heart 

All Heart 

All Heart 

All Heart 

All Heart 
All Heart 
All Heart 
All Heart 

All Heart 


V.G. Redwood 
for ‘“%, *% and 


\ 

1 

‘ 6 
xX A 
%x10 
4x 6 
“4x 8 
%x10 
4x12 


Note A grade 
approx $5.00 
ibove sizes 


dddddcdcadc 


less 


Anzac Siding 
1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 


Note: Deduct $15.00 for A Gri 


Finish 


4 Clear Heart S48 
6 Clear Heart S4S 
8 Clear Heart S4S 
0 Clear Heart S4S 
2 Clear Moart S48 


A Grade 1x4, 1x8 deduc 
1x10 and 1x12 deduct $15 


Note 
1x6, 


Sidir 
” 


. 160.00 


185.00 


"200.00 


- 215.00 
5.00 


t "$10 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&btr 


1x4 150.00 


Cc 

140.00 

Flat Grain Flooring 
180.00 
155.00 


125.00 
160.00 
Drop Siding 
1x6 (Pat. # 106). 
Ix6 (Pat. #116) 


150.00 
150.00 


145.00 

145.00 

Celling 
x4 
ix4 


105.00 
110-120 


Boards and Shiplap 
2’ (Dry) 


100.00 
106-115 


and 
1x6 


80.00 
77,00 


1x8 
82.00 
77.00 
66.00 


No 
No. ; 
No, 3 


No. Dimension 


14) 16 
77.00 
74.00 
76.00 
74.00 
74.00 


74.00 74.00 


No. 2 Dimension 
2x 4 69.00 69.00 
2x 6 69.00 
2x 8 71.00 
2x10 69.00 
2x12 69.00 


72.00 
69.00 
71.00 
69.00 
69.00 


. 3 Dimension R/L Only 


D 
100.00 


93.00 
100.00 


106.00 
106.00 





ENGLEMANN SPRUCE 


Boards and Shiplap 

(dry) xf 
No, 110.00 
No 81.00 


No. 1 Dimension 
12 

2x 80.00 

2x 77.50 

2x 77.50 

7° Ba 


80) 50 


1x8 
110.00 
86.00 


1x10 
10.00 
86.00 


2&Btr 
3&Btr.. 


ah 


rc 


50 

50 50 

(Boards graded 

price; no price 
do not grade 
arately as in 


No 

for straight 
out No. 3 
fir.) 


=e 


No. 2 
dimension 


74. 
74 
74.50 
74.50 


at flat 
Mills 
sep 


79 





Georgia-Pacific’s Salesbuilding 


HI. 


WedgeWood has 
that sell more 


features 


Rich texture with exciting swirls of natural 
grain, dramatic color effects in limitiess 
paint and stain combinations, new styling 
that offers a wide range of decorating 
possibilities in full-room or one wall treat 
ments . . . WedgeWood has features your 
customers want 


YOU MAKE MORE SALES... 


WedgeWood is priced low 
to sell more 


Every customer, home-owner, or business 
man is a prospect for Wedgewood. Wedge- 
Wood's low price brings the luxury of 
genuine wood wall paneling within the 
reach of anyone. Right in your own back 
yard there's a big sales and profit oppor 
tunity waiting for you and WedgeWood 


s 


WedgeWood is backed with 


powerful sales aids 


Georgia Pacific will make available to 
you a complete package of sales tools that 
will equip you to sell WedgeWood to any 
prospect. Sales data, sales ideas, sales 
presentations, plus literature and free ad 
materials will help you put on a profitable 


sales drive . to sell more WedgeWood 


YOU MAKE MORE MONEY WITH WEDGEWOOD 
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For the New Construction Market 


Here’s a great new opportunity to boost your 
sales and profits. WedgeWood’s low cost and 
exciting new styling possibilities create a 
much broader market for genuine wood wall 
paneling. Conventional materials—many sold 
through other types of retailers — can’t com- 
pare with WedgeWood for new styling .. . 
for rich texture . . . for dramatic color possi- 
bilities . . . for building efficiency and econo- 
my. Get extra business from builders and 
architects . . . show them how they can enjoy 
the sales-making, customer-pleasing advan- 
tages of WedgeWood. 


AOE oe 


For the Modernization Market 


Now you can make a strong bid for the giant re- 
modeling business with low-cost WedgeWood. Tell 
your local carpenter-contractor and home crafts- 
men customers how WedgeWood’s styling fits with 
any fabric or furnishing in distinctive full-room or 
one-wall treatments. Show them how easy it is to 
install. Demonstrate the simple finishing process 
and the wonderful color effects obtainable. Let 
WedgeWood help you get your full share of these 
profitable sales. 


Call your G-P representative or write 


OFFICES OR WAREHOUSES IN: Augusta, Baltimore, Bir 
y 7 y bd 7  ] mingham, Boston, Chicago, Cleveland, Columbia, Detroit, 
GE ORGIA VACILIC Fort Worth, Lancaster, Los Angeles, Louisville, Memphis, 
Nashville, Newark, New Castle, New Hyde Park, New 


p L Y W 0 0 D Cc 0 M p A N y Orleans, Olympia, Orlando, Philadelphia, Pittsburgh, 


Providence, Raleigh, Richmond, Savannah, Vineland 


611-B3 North Capitei Way, Olympia, Washington 
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MERCHANDISING CLINIC 


Mechanical Opinion 
Sampler 


If you happened to be one of sev- 
eral thousand people who attended 
General Motors Motorama held in 
the Waldorf-Astoria, New York 
City, your comments concerning the 
various models might have been lis- 
tened to later on by executives of the 
company in Detroit, Michigan. This 
is how it could have happened. 

A dozen men circulated through 
the crowds equipped with a record- 
ing device hidden in their clothing. 
The microphone worn in the button 
hole on the lapel looked like a lodge 
pin but it was nothing of the sort. 
Instead of proclaiming fraternal af- 
filiations it “listened” intently to 
what was being said so that it could 
be picked up by the wire recorder 
carried in the coat pocket 

The bearers of these interesting 
mechanical eavesdroppers had noth- 
ing to do but mingle with the crowd. 
They did not engage in the conver- 
sations. Wherever they observed a 
group talking over the various cars 
they edged up close enough to get 
a record which was sent to Detroit 
In this manner General Motors of- 
ficials were able to listen in on the 
unbiased opinions of hundreds of ob- 
servers Quite an idea! 


Comments of prospective 
customers are interesting but 
there is another use for the de- 
vice that is even more impor- 
tant. 


Why Not Listen In 
On The Sales Talks? 


It would be exciting to hear the 
playbacks of the conversations which 
took place at the Motorama but even 
more interesting if the same method 
was used to record the conversations 
which take place when prospect meets 
salesman on Automobile Row. Why 
not equip the former with a mechan- 
ical listener-in and send him forth 
to buy a new car. The salesman, of 
course, would not know that his 
“sales talk" was being recorded. 

It sort of seems that playbacks of 
what happens at final point of sale 
would teach some mighty important 
lessons. We haven't tried to buy a 
General Motors car, or any other 
kind recently, but friends of ours 
who are looking at various cars in- 
sist that it’s not easy going Re- 
gardiess of what may be taking 
place on the automobile front, we'd 
like to listen-in on some sales talks! 


82 





- Salesmanship is still tar trom 
what it's gomg to have to be 
some ol Ulese days. 


Them’‘s Harsh Words! 


Von t take any more orders from 
that big fat slob,’ shouted tne young 
lady who had just answered tne tele- 
phone and hadnt liked what sne 
heard, It seems a customer had re- 
ceived something different than or- 
dered and was sending it back. 

We had dropped into a weil Known 
Stationery store to buy some en- 
velopes when the expiosive employe 
was urging her co-workers to cut 
the customer off their list once and 
for all. “All he does is to order 
things so he can send them pack 
was the gal’s conclusion, 

ino other customers were in the 
large establishment. it occurred to 
us that there was a good reason. 
Anyway we lost interest in the 
Store. Next time we need office sup- 
plies we'll remember about the fat 
Slob and his untimely fate. 


- . « Prospective customers are 
still on the loose 
for salesmen. 


looking 


“No Service—No Nothing” 
Friend of ours--a lumber dealer- 
Spent practically all of Saturday 
trying to buy a carpet for a new 
home which was nearing comple- 
tion. He and his wife visited six 
Stores and came home discouraged. 
They had not encountered anyone 
who seemed to be particularly inter- 
ested in their needs. Only one sales- 
man took the trouble to ask thei 
names, Next Saturday they are driv- 
ing 30 miles or more to a small 
country town where the furniture 
dealer does a thriving business ‘“‘sell- 

ing at wholesale.” 


Wonderful Experience 

As long as we are on the subject 
we might as weil relate the experi- 
ence of another lumberman who de- 
cided to buy an extra large kitchen 
range. He, too, visited six or seven 
before he found a salesman who 
knew enough about ranges to even 
get him faintly interested. When he 
finally succeeded he was so delight- 
ed with the quantity and quality of 
the information that he made the 
purehase without asking the price! 

“It was a wonderful experience,” 
he said. “You have no idea how de- 
lightful it was to talk with someone 
who knew his stoves.” 


Efficient salesmanship is 
an @¢ssential factor in distribu- 
tion. 


Too Little For Too Long 

Declining net profits are the na- 
tural result of poor salesmanship 
Sure they are blamed on too much 
competition but how else can price 
competition be overcome than by 
good salesmanship ? 

Most of us dislike heartily to ad- 
mit that we are not up to snuff 
when it comes to selling but the 
plain fact of the matter is that we 
haven't had to do very much hard 
selling for a good many years 
too little for too long. 

We related the stories of the two 
lumber dealers merely to emphasize 
the point that if we are headed into 
a slowdown it is largely because we 
have forgotten how to sell. Someone 
said recently that “The old ones have 
forgotten how and the young ones 
never learned’’.—a bit harsh, per- 
haps, but certainly much to the 
point. 


. . Two “musts”: A desire to 
excel and a true appreciation of 
the importance of customers. 


Customers Are Everything! 

When a company runs out of cus- 
tomers it closes its doors. It is al- 
most the same when it runs out of 
salesmanship. Not many will believe 
the situation is as bad as it is until 
they are out to make some impor- 
tant purchases. The bet is ten to 
one they'll come home disappointed 
and empty handed. Try it and see! 


We recommend a wide use 
of the mechanical listener-in. 


Get Set For Selling 

Some years ago we sat in on a 
meeting at which a record had been 
made of telephone conversations in 
various lumber yards. Dealers want- 
ed to know how employes were an- 
swering inquiries without anyone 
knowing that what was said was be- 
ing taken down. Needless to say, the 
results were sensational . . and 
discouraging. 

What we are driving at is this 
we haven't scratched the surface in 
catching up on our salesmanship 
There is no other known means of 
getting ahead in business (when 
supply equals or exceeds demand) 
than via good old-fashioned he-man 
selling 
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WE KNOW there’s a tremendous market for a low 
cost, quality aluminum combination door — and we 
have the best door at any price — the Alumatic ROYAL! 













Now we're unleashing our big guns, to tell over 
90,000,000 readers of national magazines that the 
ROYAL is the best beauty treatment their homes can 
get — at surprisingly low cost! 


Reap the rewards of ads in 
magazines like these — ads 
that tell people to see the 

ROYAL at your store! 







If you haven't ordered yet, 
you'd better move fast, because 
dealers everywhere are putting 

this amazing door in stock, 

and watching it sell on sight! 
Why? The ROYAL gives the home- 
owner (and you) the very best 


dollar deal in history . 
jy extruded aluminum construction 










e Interchanas able storm and screen sash 





@ Special aluminum jamb 


ALUMATIC 

PRODUCTS 

BEAR 

THIS is 


COVETED 


<n ~~ or 
* + 
* Guaranteed by % 
Good Housekeeping 
d * 


*, i 
, ) 
45 apveariseo 1 








@ Complete hardware — hinges, latches, closure 


2 PER 











ee) ite) 7 Vile], ie] mr.v14-ile.\ 


EXECUTIVE OFFICES: Milwaukee 14, Wisconsin 
SEAL ’ PLANTS: Milwaukee 14, Wisconsin @ Paterson 5, New Jersey 
IN CANADA: Aluminum Bldg. Products Co., Ltd. Windsor 


get on the ROYAL 
bandwagon NOW! 
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: 


Well 
be here 
tomorrow 


to back 
up what 


we sell 
today! 
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ALUMATIC CORPORATION OF AMERICA 


2081 &. Séth Street, Mil he 14, Wi 





Lt Send me more information on the ROYAL 





4 Send me information on your complete line 













FIRM 
Ontario 

ADORESS 
city. 


ZONE__.. STATE 
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CHOOSE CLARK 


Solely on the basis of benefit to your business take a thoughtful 
look at the Five Factors of Profit built into Clark machines: 


1. TIME PROFIT— Materials move faster, and in synchronized flow. 
Man-hours for loading and unloading are reduced drastically. 

2. SPACE PROFIT—Idle space becomes profitable storage capacity. 

3. TURN-OVER PROFIT—Speeding up the production cycle 
improves the inventory picture, conserves working capital. 
MANPOWER PROFIT—Human productivity is sharply 
increased to offset shrinking manpower. Workers prefer the 
better jobs. 
SERVICE PROFIT—Prompt, efficient service, provided by 
Clark’s nationwide organization. Keeps equipment working. 


Any way you look at it, your Clark investment gets 
you a solid, profitable ‘most for your money.” 


yer ay " . sores > ay ate ss D GA: p =r 
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INDUSTRIAL TRUCK DIVISION © CLARK EQUIPMENT COMPANY © BATTLE CREEK 40, MICHIGAN 
Please send: 0 Movie Digest © Safety Saves O Basic Facts 


EQUIPMENT O Material Handling News 


Name 





Firm Name ____ 





Street 


City 

















What’s YOUR Answer? 


1—-Paul Collier says the largest 
factor in increased operating costs 
is what? 

2—-A new sliding door frame, 
completely packaged, is being ad- 
vertised by what manufacturer 


3—A fireplace kit for $17.95, 
along with other outdoor equip- 
ment, is part of what firm’s out- 
door display ? 


4— Use of only No. 1 certigrade 
shingles is part of the advertis- 
ing claim made by what shingle 
manufacturer ? 


5—How many companies are 
now in the folding door field? 


6—The answer to the “space 
problem” in every home, accord- 
ing to the advertiser, is what 
product that both opens and 


| closes? 


7—Kentucky dealers, incensed 
at the inroads made by itinerant 
truckers, have done what? 


8—Sensational paint jobs are 
now a cinch, according to the ad- 
vertiser, with what new spray 
paint product? 


9—-What company has recently 
issued a new film on the safety 
features of materials handling? 


10—-One of the finest exterior 
finishes for redwood and other 
woods, according to the advertiser, 
is what? 


Answers on page 106 
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This is Our Record 


The builders of Carson Park Mutual Homes 
believe that the following information 
should interest you whether you contemplate 
buying a home now or in the future; whether 
you buy it from us or from any other builder. 
The builders of Carson Park Mutual Homes 
have built more homes in the last ten years 
than any other builder in the United States. 


Inasmuch as a home purchase is one of the 
greatest investments that a family makes in 
its lifetime, we are very proud to make this 
statement. 

Every one of the thousands of homes that 
we have built and delivered to satisfied home 
owners is worth more money today than the 
day our customers took possession, 


This is Our Policy 


This is what we have learned from experience about 
a house, and this has become our p icy: To build the 
best possible house for the money. To forego and 
leave out the frills and gadgets that just dress up 
a home but that have no intrinsic value and actually 
make for additional upkeep 

We have learned that in Southern California the 
nights are damp and that the best way to build a 
house is to have it raised off the ground so that 
there is an insulated air space between the floor of 
the house and the earth. To build with a sub-floor 
of wood and a hardwood floor above costs more 
money than a concrete slab, but is it our opinion 
that it 1s better construction, and that’s how we 
will build. 

We have learned that a family grows, and while 
parents and children are young it may be satis 
factory to eat in the kitchen. But later on a definite 
dining area is a necessity and our policy ts to build 


each home with a dining room 


purpose when it is used for the preparation of food 
and that a separate room is required for laundry 
work. We will continue to build all our houses with 
a kitchen and a service room 

We have learned that a plaster house ts safer and 
more durable than a house built with dry wall, 
and although more expensive, we will continue to 
build with plaster 

We have Ie ned that the best mate ‘als 
in the long run, Cast iron 
r than light steel plumbing 
shingle roofs are better than 


tS Although 


, we will continue to build 


these features 
i Dest 

We have learned from long experience that the 

house we deliver should look, and should be, 

better than the house we show as a model. We 

shall continue our successful policy of showing 


you what you will get and then giving you a house 


We have learned that the kitchen best serves its that 1s even better 


This is Our New Year’s Resolution 


We have a fine reputation with our customers; with the various City and County home 


building authorities; with the various Federal agencies that have to do with home financing 
and insuring, and it is our definite New Year's resolution to continue to merit that reputation. 


THE BUILDERS CF CARSON PARK MUTUAL HOMES 


6741 EAST CARSON STREET .. LAKEWOOD, CALIFORNIA 


CERTIGRADE 
SHINGLES 


The manufacturers of CERTIGRADE RED CEDAR SHINGLES gratefully reproduce 
the above advertisement of the world’s largest home builders. The statement 
originally appeared in metropolitan Los Angeles newspapers early this year. 


RED CEDAR SHINGLE BUREAU + 5510 WHITE BUILDING, SEATTLE 1, WASHINGTON + 425 HOWE STREET, VANCOUVER, B. C., CANADA 
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THE NEW |W 
eh o99 


cald 


OVERHEAD 
GARAGE DOOR 
LINE 
has a style and size 
for every need 


CALDER "STURDY’’ DOOR 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing ond engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 

information and 

our new, free, 

illustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA. 





WHAT’S NEW 





| Products... . Sales Aids... . Literature 


Aluminum Hardware Brochure 


The new Yale line of anodized 
aluminum hardware for schools, 
hospitals, and other institutional 
and commercial use is presented 
in a new brochure. Pictured are 
samples of the hardware line, in- 
cluding locksets, auxiliary mortise 
locks, door pulls, door stops, door 
holders, sash fasteners, push- 
plates, flushbolts, and letter hole 
trim. For copies write Yale Lock 
and Hardware Division, AL, The 
Yale & Towne Manufacturing 
Company, Stamford, Conn. 


CUT YOUR LUMBER STACKING COSTS 
; wih 


GL lo] v7] pi} Sy 7 (777 7 


The Speed-Stacker 


The time-tested Speed-Stacker 
offers the dealer an efficient and 
economical method of stacking his 
lumber. Operating with a three- 
man crew, the Speed-Stacker han- 
dles over 7,500 feet of lumber per 
hour. Under average conditions, 
it stacks 10 pieces per minute. One 
owner reports that his Speed- 
Stacker saves him $2,500 a year 
in stacking costs. All steel con- 
struction provides sturdy rigidity 
and insures vears of service. Sim- 
ple construction makes it easy to 
operate ... makes costly repairs 
unnecessary. The Speed-Stacker 
unstacks as quickly and as easily 
as it stacks. Can be quickly moved 
from place to place with one or 
two men. It is ideal for loading 
trucks, trailers, freight cars, etc 
Standard height is 20 feet ; 
other heights are made to fit your 
requirements For literature write 
City Garage & Machine Works, 
Dept. AL, Eupora, Miss. 





Loggers Dream YARDSTER 


Loggers Dream Yardster 

With its many years of experi- 
ence in building rugged logging 
equipment, Taylor Machine Works 
now offers lumber yards this Log- 
gers Dream Yardster. The unit 
can handle as much as 1,600-2,000 
board feet of green lumber at one 
time. It is especially effective in 
handling big “packages” of lum- 
ber. The Yardster is designed for 
every lumber operation . . . keeps 
the sawmill supplied with logs 
from the yard and takes the lum- 
ber away. It can work anywhere 
a truck can be used. The unit is 
built onto a standard 1!'% or 2-ton 
truck chassis, either new or used. 
Tilt angle of the Yardster has 
been engineered to handle skill- 
fully husky loads of either logs 
or lumber. Unique winch design 
gives operator complete finger-tip 
control at all times. For illlus- 
trated folder write Taylor Ma- 
chine Works, Dept. AL, Louisville, 
Miss. 


Automatic Platform Transveyor 

This new Transveyor riding-type 
electric platform truck, manufac- 
tured by the Automatic Transpor- 
tation Company, permits six-foot 
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aisle operation. It is a compact, and unloading operations. The 


lightweight, maneuverable mate- new ramp is said to permit the 
rials handling unit, with 4,000- greatest adaptability in the use of 
pound capacity; comes in 6, 7, 9, materials handling equipment with 
or 11-inch platform heights; plat- utmost safety. Made of light- 
form lengths vary from 36 to 72”, weight magnesium and embracing 
over-all length from 61 to 97”. the exclusive Penco full-range pos- 
Truck is third model in new Auto- itive locking device, this new ramp 


matic Transveyor line, including is easily transported by one man, 
pallet and stacker trucks. All ; easily placed in position and re- 
Transveyors feature four - wheel Flared Car Loading Ramp moved. Made of heavy duty Dia- 
construction with compensating Penco Engineering Company, ™ond safety plate it is absolutely 
suspension, providing load equal- pioneers in the development of non-skidding, crowned for different 
ization on both front wheels, re- gafety type ramps (dockboards), levels, and has beveled edges to 
gardless of floor conditions. Write presents its new Penco Flared Car afford ‘‘no-jar’’ activity of mate- 


Automatic Transportation Com- Loading Ramp—‘designed as the rials handling equipment. The Pen- 
pany, Dept. AL, 149 W. 87th St., 


perfect ramp for all car loading co Flared Ramp is 60” wide at car 
Chicago 20, Il. 





The best in 


PROTECTION 


against lumber damage 
...costly storage 


The 1953 Ford Trucks 
Ford Division has just intro- 
troduced the broadest ine o1 
trucks in the companys oU-year 
nistory. Covering wine widest 
range of ratings and designed tor n 
the greatest economy and driver FLAMEFOIL 
comrort, the 1953 Ford trucks will . 
be oftered in four distinct lines, 


in 2U new series and in more than TREATED 


190 models. All of the new trucks 
wilt feature new, one-piece curved “ TARPAULINS 
windshields—largest in their field 

with swept-back pillar posts and \ 
55 per cent greater visibuity. And 
the new F-100 Series of light These tarpaulins mean good business for 
trucks will be equipped tor the eee edates “ER = ; 
first time with Fordomatic fully- you three ways: (1) protection for your 
automatic transmissions or auto- own lumber and other stocks (2) 
matic overdrive as optional equip- 
ment. Ford engineers claim the 
newly-designed C-750 Series cab- treated for fire safety. Top quality canvas with rein- 
forward trucks (see photo), set a acelin age : 
pattern for the industry with their orced corners and sturdy grommets, 
wider, 3-man cabs with full-width Complete line has everything in canvas—rolls, bales, 
seats. They have greater maneu- duck canvas, windowed windbreakers, etc. Also 
verability and shorter turning ra- : : 
dian: the naw ecaeeed Genes shower curtains — nylon, orlon, acetate, plastic, duck. 
and 4-foot wide rear window. Syn- Sales aids free to you. 
chro-silent transraissions do away 
with double clutching. This new 
cab-forward design makes pos- WEBB MANUFACTURING CO. + 2902 N. 4th St. 
eo ee a ieee. ae ml Please send free folder listing complete line. 
truck. For copy of “Quick Facts’’ COMPANY 
about the new Ford trucks write STREET 
Ford Division of Ford Motor Com- 
pany, Dept. AL, P.O. Box 638, CITY. 
Dearborn, Mich. 


safe, 
inexpensive storage, and (3) for resale to 
your customers. Webb tarpaulins are Flamefoil 


¢ Phila. 33, Pa. 
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door end and 84” wide at the dock 
end and is made in 52 standard 
models. The ramp is instantly us- 
able without any installation ex- 
pense. Write Penco Engineering 
Company, Dept. AL, .- California 
St., San Francisco 11, Calif 


Luminous Decals 


A Luminous Decal which can be 


will be availiable for the home to 
prevent accidents in the dar«, as 
weil as tor safety and other fields. 
As the process does not depend 
on radium charged materials for 
activation it is not prohibitive in 
cost, neither is it poisonous or 
otherwise harmful. Light reflect- 
ing decals, a development of the 
same manufacturer, can be used 
on the rear or bumpers of autos, 
trucks, buses and other carriers. 


seen both night and day has hun- 
dreds of practical uses. Exposure 
to natural or artificial light for 
a minute each day causes decals danger. For descriptive folder 
to be visible the night through. write Luminous Products, Dept 
Soon in appropriate designs they AL, Avon, Ohio. 


At night headlight beams of fol- 
lowing vehicles shining on them 
warn drivers of any impending 


New Low-Cost Floor Truck 


This new Clark heavy-duty Model 
CB floor truck is made with two 
complete arc-welded steel frames 
without any bolts or loose joints, 
and has rounded corners for safe- 
ty. The flush mounted renewable 
deck is sandwiched between the 
frames and protected by a mini- 
mum of six and as many as eight 
cross-members per truck. The 
smoothly rounded uni-weld stake 
pockets, of unbreakable mild steel 
integrally welded into the truck, 
prevent injury to personnel, card- 
board boxes, clothes, paper bags, 
and anything else subject to dam- 
age from sharp-cornered trucks. 
The complete line of Model CB 
Trucks has been designed for ex- 
tremely low-cost production and is 
equipped with Clark unbreakable 
fabricated casters and wheels for 
a long life. Write All Steel Weldec 
Truck Co., Dept. AL, Beloit, Wis. 


How we ship lumber on time: Ponderosa Pine 
Douglas Fi 
Yellow Pine 


Spruce— 
Tv ’ East. and West 
That’s why Bate customers 


All orders shipped as confirmed. For 
example, we order 
rather than lose a customer by failing to 


ship on time. 


prefer to lose an 


: e ' / Cedar— 
know their lumber will come out as Siding, Shingles 


scheduled. Cypress 


WPA ¢ SPA *® WCLA Hardwood Flooring 


BATE 
30 Church St., New York 8, N.Y. 
The Bate Lumber Co., Public Service Bldg., Portland, Ore. 


J. HERBERT 








Cco., INC. 





Western Office: 





Ww. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


* SiPE aire 
tae a UNLOAD R 


natant 


Superlite Unloader 


The new Superiite Unloader is 
a sturdy, simple mechanism pow- 
ered by a self-contained gasoline 
motor. It rolls smoothly on hori- 
zontal tracks laid along both edges 
of the flatbed truck. It fits snug- 
ly over two side-by-side cubes of 
blocks, will unload two cubes at 
atime. The Unloader was planned 
to provide a simple, efficient meth- 


Dixie Brand Oak Flooring — Oak Dimension Stair Treads 
Oak Trim and Moulding 
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From Small Mouldings 
to Big Sticks . . 


Cy 


, 





CROSSETT 


Can Supply You NOW! 


Producing every item from Arkansas Soft Pine Satin-like 


; 


C 
FR 
Oo 
= 
= ; 
E 
Li 
iy 


Interior Trim and Mouldings, through the entire list of 
yard and shed stock, on down to big sticks; Creosoted, 
WOLMANIZED* treated or untreated Crossett offers 
you exceptional service in dealer requirements. ***Here are 
unlimited assortment in perpetual supply, plus branded top 
quality — resale bonus values assured you by managed forests 


and permanent big mill facilities, modern to the last machine. 


Your first car will make you a lasting 


Crossett customer. 


SS, 
0 
ae 


*) 
J qRADE Man, a 
leg aco STERED y4 
a m 
i 
7 
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*Reg. U. S. Pat. Off. 
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PeMmeqecooo Coes oseoeeeeo4 


The Smartest Party-Gay Surface for Kitchens. and Bathrooms 


For MicartA Dealers 


ONLY! 


For the time being, ‘Mardi Gras” will 
be available only to Dealers participat- 
ing in the MicaRTA Dealer Program. 
This Dealer Plan includes point-of- 
purchase displays and complete 
promotional material. If you wish to 
become a MICARTA Dealer, fill in the 


coupon below. 


OR CALL YOUR NEAREST UNITED STATES 
PLYWOOD REPRESENTATIVE 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 18, N. Y. 


Please send full informaticn on your MICARTA 
Dealer Plan, 


NAMI 
ADDRESS 


ZONE STATE 


beeo oc weno oeecceeeeoeee== 


R | 
RS", 


A es : J Pe TM. t YY ated 
“ees hin Baty, tes ’ ‘ hy pet fig A, 
ow «Fe 3 


"es os ® 
¢ t 


Meet the newest, gayest member of the MicartTa® 
family—*Mardi Gras” .. . designed to make kitchen 
and bathroom surfaces smile back at busy housewives. 
In fact, ‘“‘Mardi Gras” lends a carefree, festive atmos- 
phere to any room. 

Naturally, there is a tremendous sales appeal in this 
new, nationally advertised pattern. Readers of Better 
Homes and Gardens, and the TV audience of 
Westinghouse “Studio One’”’ will be looking for 
“Mardi Gras” at their Lumber Dealers’ Store. Builders 
are being introduced to “Mardi Gras’ now, and are 
using it as a sales feature in their new homes. 

Makes sense, doesn’t it? So have samples of new 
“Mardi Gras” on display in your store. What’s more, 
you need not stock the full range of beautiful MIcaRTA 
colors and patterns, as there is a United States 


Plywood warehouse within easy reach of you. 
J-06505 


Westinghouse 


© micarta 


“ 


N 
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od for unloading blocks without 
special truck attachments or al- 
terations. Unloading unit may be 
easily removed and your truck is 
again a standard flat rack open 
bed. The Superlite Unloader is 
said to be the only Unloader avail- 
able for unloading truck and 
trailer combination. It is avail- 
able with either gasoline motor 
drive or electric motor drive. Suit- 
able for many unloading problems 
such as unloading sacked cement, 
cement or clay tile, brick and tile, 
all types of sacked articles, crates 
and boxes, machinery and equip- 
ment. With the Superlite Unload- 
er you can load your trucks with 
your fork lifts in the usual man- 
ner. For illustrated booklet write 
3uilders Equipment Co., Dept. AL, 
1012 N. Central, Phoenix, Ariz. 


Concrete, Mortar and Patch 

Mix Kwik, described as a cor- 
rectly - proportioned dehydrated 
mixture, requires only the addi- 
tion of water before using. De- 
signed to solve the small concrete 
and masonry problems around the 
home, “even the amateur can be 
assured of a professional job when 
building and patching with this 
new product.” The Mix Kwik 
family, packaged for eye-appeal, 
consists of concrete, mortar and 
patch. Mix Kwik concrete is for 
walks, foundations, post holes, 
walls, stepping stones and patch- 
ing broken concrete. It is packed 
in 90 pound sacks, the contents 
of which cover eight square feet 
one inch thick. Mix Kwik mortar 
can be used for laying bricks, 
blocks and masonry repairs. Pack- 
aged in 90 pound bags this mix- 
ture contains enough mortar to 
lay 60 bricks. Mix Kwik patch is 
for cracks, repairing stucco and 
for cement topping for concrete. 
The 90-pound bag covers 16 
square feet one half inch thick 
Patch can also be purchased in 42 
pound sacks for smaller jobs. 
Write Union Sand and Supply 
Corporation, Dept. AL, Painsville, 
Ohio 
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c a the two types of mounting for the 


WUTONE ‘DOOR new chime. It may be recessed 
WHNTED way CHIME into a wall or mounted on the 
RECESSED In WALL wall. In a recessed installation, 

the sounding mechanism is located 

behind the wall line. All that is 

‘0m visible is the white perforated 

O grille and chrome bezel which is 

a only 7!,” square. Its appearance 

C follows the latest design trends 

toward wider use of recessed light- 
ing and heating fixtures. The new 
display is self-standing and com- 
pletely wired with transformer for 
full operation. Two pushbuttons 
located on the front provide an 


995 | 
NuTone Three-Color Display 


A new three-color display for 
Nutone’s K-15 chime highlights 





The Sign of the 
Complete Line 





ALL YOUR ROOFING AND SIDING FROM ONE SOURCE 
Old American 
ofp codde/ 


Old American has a complete line of asphalt and 
asbestos-cement roofing, shingles and siding to meet every 
need. For greater variety .. . superior quality .. . prompt, 
personal service... order all your needs from one source — 
Old American, of course! 


HING and roofing 


ASBESTOS SIDING and shingles 
GORI 008 to foundation. 


and ----- 
Insulating siding, asbestos-cement wall- 
boards, built-up roof materials and allied items. 








Get FREE Catalog Sheets and Sales Literature...Write TODAY to 


Old American Roofing Mills 


7600 TRUMAN ROAD KANSAS CITY, MO. 


KANSAS CITY EAST ST. LOUIS SALT LAKE CITY DALLAS 

















A name that you can 
depend on for quality and per- 
formance. Our new plant assures 
you of a steady, constant source of 


supply. 


Write today for 
complete informa- 
tion and descrip- 


tive literature. 


CURVALUM poor mrc.co. 


15 Prospect Street, Hewlett, L. |. 





| CASH IN 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
stduertised 
BROWN’S 


AUPERTENAR 


Guaranteed 90% Red Heart-100% Oil Content 
Our national advertising annually produces thous 
ands of customer inquiries which are turned over 
to ow dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER 
CEDAR is a fast-moving, 
profitable item and is . 
produced by the largest Ns 

and oldest experts in | 
the business. Sold only SY d DAR) 
through leading jobbers | CLOSETLINING | 
and millwork distribu > Ao <_ 
tors — 


Write for Buiiders Folder and Consumer Booklet 





PRODUCT OF 


GEU. C. BROWN & CO., inc. 


GREENSBORO, N.C. 1896 


Established 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





| 


opportunity for customers to hear 
the chime. On the side of the dis- 
play, four color illustrations show 
possible installations. Emphasis 
is placed on ceiling and baseboard 
height in the living room, and con- 
cealed behind the door in the bed- 
room. Design simplicity makes 
it an attractive highlight of any 
wall or ceiling. Write NuTone, 
Inc., Dept. AL-3, Cincinnati 27, 
Ohio. 


Shuts Off Garden Hose 


An innovation that should help 
both amateur and _ professional 
gardeners is known as the Aqua- 
matic Water Valve Timer. It is 
designed to shut off the water 
hose automatically in from 1 to 
60 minutes. The householder can 
go off to a movie or to bed, con- 
fident the sprinkler or soaker will 
be shut off at a predetermined 
time. Sturdily constructed of 
quality materials to assure long 
wear, the timer can be attached 
directly to the sill cock ahead of 
the hose. Write Automatic Con- 
trols Corporation, Dept. AL, Ann 
Arbor, Mith 


“SCR” Furring Clip 


This metal furring clip is par- 
ticularly adaptable for use in walls 
built of the new “SCR” brick de- 
veloped by the Structural Clay 
Products Research Foundation. An 
important feature of the clip is 
the fact that it lays rigidly in the 
mortar joint. No stresses what- 
ever are set up in the masonry 


Varch 


23, 1953, 


which may separate the brick from 
the mortar and cause hairline 
cracks. The elimination of hairline 
cracks is a_ precaution against 
moisture penetration. The 2x2 
furring strips are driven directly 
into the projecting staples on the 
clip. Furring strips always remain 
one-quarter inch away from the 
brick preventing dry rot. Just two 
clips per furring strip are required 
and the average house requires 
about 200 clips. A three inch ad- 
justment in the slot insures suf- 
ficient bearing for the furring 
strips. The clips may also be used 
for furring basement amusement 
rooms. Write Peterson Products 
Co., Dept. AL, Box 462, Janes- 
ville, Wis. 


Ten Point Trim 


This scientifically designed and 
shaped aluminum trim strip pro- 
vides modern round-corner trim 
for windows and doors. Trim 
strip springs firmly into a 5 degree 
angle groove in cripple (or double) 
stud, making a permanent, no- 
expansion, vermin-proof, air-tight 
seal between wall and frame. Ten 
Point Trim is said to provide a 
perfect joint for either dry-wall or 
lath and plaster wall finish. Here 
are the 10 points listed as ad- 
vantages for the trim. 1) It saves 
in material and labor costs. 2) 
Has air tight, dust tight joints 
easily cleaned. 3) No puttying or 
sanding. 4) Simple installation, 
does not require skilled labor. 5) 
May be left clear, painted or 
papered. 6) No plaster grounds. 
7) no special too!s required. 8) 
No shrinkage. 9) Single opera- 
tion before plaster or wall board 
is applied. 10) Locks frame and 
cripple (or double) stud firmly 
together. For copy of booklet 
“How to Insta'l Newest Metal 
Trim” write Ten Point Trim Cor- 
norstion, Dept. AL, P. O. Box 
5394, Indianapolis 5, Ind. 
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KNOCK-OUT 
DOOR CLOSING 
HOLD-UPS 


i 


NIT 
0 packaged K-? © 


SAVE TIME—From rough opening to finished door in 40 minutes or less — it’s possible with 
the new packaged Hasko K-D Door Unit. Everything — door drilled for lock, frame notched 
for header, stop cut exactly to size, trim mitered and cut to size, hinges installed on frame and 

door, lock set, shingles for shimming, and nails — is included in the Hasko Package. With no 
sawing, chiseling, planing or boring to do, the carpenter merely takes a hammer, level, and 
nail set to case and hang the door. Instead of four hours skilled labor cost on each door you 
have less than three-quarters of an hour. 


SAVE MONEY AND WASTE —Skilled craftsmen using mass production methods get factory cut 
precision into these units. Quality trim and that mill-made look are part of the Hasko K-D 
advantages. All waste lumber is absorbed in the reasonable cost of the units. Skilled work- 

men don’t waste time running to the lumber pile, sawing, chiseling, boring and fitting. Their 
time can be used on more important tasks requiring their experience and know-how. The 
labor cost saved lowers the estimate and speeds construction time. 


GET BEAUTY AND DURABILITY PROVED BY TEST —Over a million Hasko flush doors have been 
made and installed. Time and weather have proved their dependability. Strict factory tests 
maintain their quality. All Hasko doors are made of select, kiln-dried lumber and beauti- 
ful veneers permanently bonded to one another to produce the finest in quality and strength. 


See Your Supplier or write Haskelite for More Information on the New K-D Unit 


HASKELITE MFG. CORP. 
Grand Rapids, Mich. 


ButLtp1Inc Propucts MERCHANDISER 





OZARK 


OAK FLOORING 


UNUSUALLY STRONG — made 
from Missouri altitude-grown 
Oak stock 


LAYS FASTER and EASIER — 
takes minimum sanding and 
finishing 


HAS LASTING BEAUTY—Praised 
by homeowners and floor lay. 
ers 


For flooring that’s certain to 
please, check Ozark Brand! It's 
properly seasoned accu 
rately milled precisely 
graded to NOFMA standards. It 
has won the emphatic approvol 
of floor layers for its strength 
and easy laying qualities, and 
its beauty and long-run econ 


omy have proven sales appeal 


There's no better buy than 
Ozark Brand! Let us have your 


orders and inquiries 


@ 


Prompt shipment of most sizes 


“FINE FLOORING 
SINCE 1927” 


and grades. Bundled for easy 
handling and safe, clean ar- 


rival 


The 
oy 4.\ 1.4 
oy \ @akele) ii, ichael iy, be 


BISMARCK, 
MISSOURI 





Oley Products is now in pro- 
duction on a complete line of hard- 
ware for the screen, storm and 
combination door market. Feature 
item of the line is a 1%,” backset 
Tubular Latch (No. 220) designed 
with a “‘solid-looking’’ escutcheon 
and a positive locking device that 
operates inside by moving a but- 
ton. The extra long 7/16” bolt 
throw offers more freedom in fit- 
ting door and jamb. Installation 
is extremely simple, only round 
».” holes are needed. A _ similar 
Tubular Latch (No. 215), with a 
1” backset, is also available for 
the narrow stile of aluminum com- 
bination doors. Both latches can 
be obtained in either brass or 
aluminum trim. They are indi- 
vidually packaged in the familiar 
Oley multi-color box with all fit- 
tings, installation instructions, 
and templates. Write Oley Prod- 
ucts, Ine., Dept. AL, 199 Wahl 
Ave., Inwood, L. I., N. ¥ 


More Buyers Buy Myer 5 


FOR THE BEST 
IN PARTS BSERVICE. 


New Pump Parts Display 

A new point of purchase dis- 
play for pump parts is being in- 
troduced by The F. E. Myers & 


Bro. Co., manufacturers of water 
systems, pumps, sprayers and wa- 
ter conditioning equipment. 

The top rack of the display, 
which holds many different varia- 
tions of fast-moving parts, en- 
ables the customer in many cases 
to point out a part he needs with- 
out leafing through pages of cata- 
logs. A handy parts guide is at- 
tached to the side of the display 
for the use of the customer if he 
can’t find what he wants on the 
rack. A deep bin, in front, keeps 
fast-moving parts within easy 
reach of the dealer. The unique 
yellow and green display, con- 
structed of sturdy cardboard, is 
shipped ready for assembly. Last 
fall, the company announced a 
new packaging program for parts 
to make them more attractive to 
the consumer and easier to identi- 
fy. Write The F. E. Myers & 
Bro. Co., Dept. AL, 902 So. Orange 
St., Ashland, Ohio. 


New Metal Darby 


The Pierce Ezy Darby just re- 
cently put on the market, is said 
to completely outmode the old- 
fashioned unit with handles. Made 
of wear-resistant alloy of alumi- 
num designed to fit the hand, it 
should last for years with ordinary 
care. The new darby is strong, 
yet light in weight, will cut sharp 
angles and save time and mate- 
rial on the finish coat; it can be 
used with one hand. The Pierce 
Ezy is available singly or in a 
set of four sizes: 515” by 36”, 40”, 
45” and 58”. The 58” size serves 
the twofold purpose of darby and 
straight edge. A small 18” house- 
hold size now makes it possible 
for the homeowner to do a good 
patch job. For descriptive folder 
write C. D. Contracting Company, 
Dept. AL, 2051 McKee Ave., S. W., 
Grand Rapids, Mich. 
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STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP 
LINOLEUM PASTE 


More spread per 

gallon (20 yards or 

more) . . . smooth- 

er body... easy to 

spread ...no dis- 

agreeable odor . . . no presetting neces- 
..nmever gummy or tacky. 


LINOLEUM TROWEL 


Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 
Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST $T. LOUIS 6. MO. 








floating action’ 
door hangers 





for 
RECESSED DOORS 


the Modern way 


DORFLO is a new concept of 
door function and design... a 
simple, fool-proof, scissor-like 
mechanism, cantelevered from 
within the wall. 

DORFLO makes sliding doors 
literally float in and out of their 
pockets with just a gentle pres- 
sure of the finger-tips . . . so 
easy even a child can operate it. 


@ No complicated overhead 
tracks 
@ No norsy floor runners to 
clog and jam 
@ Simple installation 
@ Available in 
@€-.D wall sections 
@ Pockaged hardware 
@ Ready-Unit sections — 
completely assembled 
wall sections including oll 
hardware, finished split 
jomb with built in steel 
stiftners 


EZ-WAY SALES, INC. 


Lepr. 5, Box 300-3 St. Paul Park, Minn 
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~~ 
FOLD-A-STAIR 


wd SADE eewens to the vabmthhe 


~~ NY 


J 


EASY TO USE 


J 


Fate Vp One of thee Way When Mee Meet 


1 Guaganrenn 
* GENERAL INFORMATION 


A Better Stairway in every way — GUARANTEEC 


CRAIG +000 0m COMPANY 


QRENNAM ROAD LUMBUS GEORGIA 


Craig's Consumer Literature 

This consumer literature is both 
attractive and easy to read, quick- 
ly giving the story of Craig’s attic 
Fold-A-Stair with the newly de- 
veloped Easy Lift raising and low- 
ering mechanism. The _ Fold-A- 
Stair folds easily into small space; 
install in hallway or closet. Rough 
ceiling opening required is 25!.”x 
5312”; panel size is 24”x52”; run 
of steps 4°,"; rise of steps 8”. 
The Fold-A-Stair is for ceiling 
heights of 9 feet and less. Com- 
plete installation instructions are 
packed with each unit. Stairway 
is packaged complete in one car- 
ton. Write Craig Wood Products 
Company, Dept. AL, Brennan 
Road, Columbus, Ga. 





Aluminum Casements 


Truscon Aluminum Casements, 
equipped with the finest aluminum 
and stainless steel hardware and 
fittings, are available in a new 
range of Modular widths in order 








JOINTING BIRCH VENEER 
IN A MODERN MILL 
Throughout the U.S.A. over 200 
leading industrial plants are regu- 
lar users of BRAUND birch veneer 

and other products. 


BIRCH PLYWOOD 


STOCK PANELS 
Grades A-A, A-l, A-2, A-3, 1-l, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: |,” to 4,4”. Complete stock 
$1zes 


BIRCH DOOR PANELS 
Grades available: A-3, 1-3, 2-3, 
3-3, in }y4” and 4%". All panels are 


3-ply. 
All Birch plywood meets Bureau of 
Standards specifications 


BIRCH VENEER 
Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100”. Backs, Cross 
Banding and No. | Sheet Stock 


L. C. L. or CAR 
SHIPMENTS 


also available from our new 


DETROIT WAREHOUSE 


including 


DOOR PANELS 


birch and gum !, and i 


STOCK PANELS 


birch and gum, all sizes 


SHEATHING 


fir and gum, all sizes 
Specify your Requirements 


W.R.BRAUND 


Company ' 


Room 214 Wabeek Building 
280 West Maple Avenue 
Birmingham, Michigan 
Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 
Detroit Warehovse— 
Tel. TY 4-4095 





to offer the builder the fullest 
advantage of co-ordinated mod- 
ular construction. All windows in 
2, 3 and 4 light widths are dimen- 
sioned in multiples of 16 inches, 
conforming to standard concrete 
block dimensions. The many ad- 
vantages of “on the job” 
and material 


labor 
Savings are thus 
available not only in masonry 
construction but also in conven 
tional wood framing Architec- 
turally, the new wide widths fol 
low the modern trend toward the 
emphasis of horizontal lines. Also 
the wider ventilator in the win- 
dow gives the homeowner _in- 
creased ventilation. The resuiting 
larger giass sizes in Truscon Alu 
minum Casements of Moduiar 
widths furnish approximately 8’ 

additional light area per window 
openings. The heights of thes 
aluminum windows are _ identica! 
with those used in standard stee! 
casements By the maintenance: 
of heights standards, the builder 
is assured that he can readily in 
stall Truscon Modular Aluminum 
Windows in any dwelling laid out 
for windows of other widths. For 
descriptive folder, write Truscon 
Steel Division AL, Republic Steel 
Corporation, Youngstown, Ohio 


The Office-riter 


This new Remington Rand Office- 
riter is designed to meet the needs 
of the small business and profes- 
sional office. It has a full 11-inch 
carrier with a 10-3/10 inch writing 
line- the longest writing line on 
any 1ll-inech carriage typewriter 


now manufactured A _ full size 
standard 42 key, 84 character key- 
board gives the Office-riter the ca- 
pacity to handle general business 
typing requirements. Newly de- 
veloped tenite keytops are exact 
duplicates of those on Remington 
Rand’s electric typewriters. For 
descriptive booklet write Reming- 
ton Rand Inc., Dept. AL, 315 
Fourth Ave., New York 10, N. Y. 
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Warren’s New Folding Door 

Warren's new foiding door of- 
fers remarkable economy of space 

as a room partition, or to con- 
ceal closets, wardrobes, shelving, 
storage space, in_ kitchenettes, 
combination apartments, or to re- 
claim corners between 
swinging doors. The unit is fash- 
ioned from a slat fabric of smooth 
basswood slats ‘,” wide, woven 
with seine cord and attached to 
molding members at both sides 
Plastic handles are optional if de- 
sired. The door may be easily in 
stalled by attaching to door fram«¢ 
or ceiling; or, with extra equip 
ment, it may be neatly built in 
with enclosed channel, in new 
homes or apartments. Sold as a 
complete “package,” each door 
unit includes all hardware for 
hanging, screws to fit this hard- 
ware, and simple instructions as 
to hanging All Warren doors 
have special lacquer finish on both 
sides, exposed hardware is brass 


“lost” 


HILL-BEHAN 


LUMBER CO. 


5601 Elston Ave, 
CHICAGO 30, ILL. 
ROdney 3-4160 
Teletype CG-1464 


Distributing Yards in 
Chicago and St. Louis 


6515 Page St. 


ST. LOUIS 14, MO. 
DEimar 1111 


MILL 
WESTERN & SOUTHER 
AND ALLIED PRODUCTS 


“ 


plated. The doors are available 
in two standard heights, eight 
widths, ten colors. For literature 
write Warren Shade Co., Inc., 
Dept. AL, 2905 East Hennepin 
Ave., Minneapolis 13, Minn. 


Aluminum Glass Jalousies 


The above photograph show: 
the massive strength, siender lines 
and attractive design obtainable 
through the use of aiuminum Jal- 
O-Vent glass jalousies throughout 
the home, including porches and 
breezeways. The wide 77-inch 
louver gives awning protection 
with jalousie ease of operation. 
The windows, when closed, give 
an appearance of solid picture 
windows. When open, 100° venti- 
lation is obtained. Stainless steel 
pivot-pins assure permanent ease 
of operation. The glass to glass 
‘,-inch overlap provides double 
weather protection. Operators 
located at the sill, do away with 
the necessity of raising and lower- 
ing the venetian blind while oper- 
ating the window. Offset type 
operators can also be furnished 
for location anywhere on the ver- 
tical members of the frame 
Screen attachment allows quick 
removal of screens and replace- 
ment with storm sash for diver- 
sified climatic conditions. For 
copy of specifications folder write 
Sunerior Window Co., Dept. AL, 
5300 N.W. 37th Ave., Miami, Fla. 





TIT 








TTTTTT 








3, 1953, AMERICAN LUMBERMAN & 



































in colors that resist time and weather 


When you recommend and sell color-sealed Careystone 
asbestos siding, you're in for compliments instead of 
complaints. 

Buyers like the wide choice of fresh, new pastel colors 
that resist fading, blooming, discoloration, They like the 
striated vertical texture lines, too . . . and the freedom 
from painting and other maintenance. And you'll like the 
way Color-Sealed Careystone builds goodwill and profits. 
The Color-Seal process, exclusive with Carey, welds a 
tough, armor-like seal over the entire weather side. Water 
repellent, highly resistant to soiling, this seal actually 
enlivens the color and protects it from fading. 


“TORTURE TEST”’ 

in Carey Weather-O-Meter 
—proves top quality and performance 
of Color-Sealed Careystone Siding, 
under conditions of blistering heat, 
freezing cold, soaking rains. 


3UILDING PRopuCcTS MERCHANDISER 


You can guarantee Careystone rotproof, termiteproof and 
incombustible as well. Its made of asbestos and cement 
never needs preservative treatment of any kind, 
won't warp or blister. 
Color-Sealed Careystone blends with any architectural 
style, is easily applied to new homes or old, using face 
nails, or by the Carey Shadow-line channel system. For 
complete information about this profit-maker, see your 


Carey representative. Or, mail us the coupon today. 


Color-Sealed Careystone is... made in white 
and several 


wt attractive colors, 


The Philip Carey Manufacturing Company, Lockland, Cincinnati 15, Ohio 
In Cenada: The Philip Carey Co., Ltd., Montreal 3, P. Q. 
Serving Home, Farm and Industry Since 1873 


THE PHILIP CAREY MFG. CO. + LOCKLAND, CINCINNATI 15, OHIO, Dept. at3 
Please rush me samples and full details on 
1. New Color-Sealed Careystone asbestos siding shingles 
2. The Carey Shadow-line channel system 
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YILDING 
SPECIALTIES 
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SPEED LOADER Ni’ UME ; REFLECTING 
CALKING GUN NUMBERS & LETTERS 
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SHELF BRACKET sn 3 Na WAY 
ORNAMENTAL ALUMINUM PUSH GRILLE 


MACKLANBURG 
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same day received! 
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= PLASTIC 


ASPHALT ‘ 
CEMENT Noiseless 


SLIDING DOOR EQUIPMENT 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 





NAMES IN THE NEWS 





Berns Air King Introduces New Models at Sales Meeting 


The Berns Mfg. Corp. held its na 
tional sales meeting Jan. 14 at the 
company’s plant in Chicago, Ill., Gil- 
bert A. Meyers, sales manager, pre- 
viewed the new 1953 Berns Air King 
line featuring completely restyled 
line of window ventilators including 
16” and 20” electrically reversible 
models. Also a _ redesigned electric 
dehumidifier which occupies much 
less space, yet operates more effi- 
ciently 

The line of built-in kitchen venti- 
lators which has been improved for 
easier installation and maintenance 





and augmented with two low-cost 
automatic models was discussed in 
detail. 

The 1953 advertising program 
which includes large space, color ads 
in 11 trade magazines, as well as the 
national consumer advertising to run 
during the summer months in the 
major “home” magazines, was also 
discussed 

Standing fourth from the left. in 
the photograph, is Sam Bernstein, 
President; fifth from the left is Mr. 
Meyers. 

















with Pacific Coast hemlock, for floor 
joists. Sash and frames are of clear 
Douglas fir and are double glazed 
for greater insulation. Studding, 
sheathing, wall strapping and roof 
decking are all of western red cedar. 
Roof strapping is of Pacific Coast 
hemlock, and vertical grain Pacific 
Coast hemlock floors have been laid 
over Douglas fir plywood sub-floors. 

Main floor accommodation consists 
of a 12x19-foot living room, den, two 
bedrooms, bathroom and kitchen. In 
the basement are a heater and work- 
shop room, laundry and drying room, 
and good-sized playroom. Write B. C. 
Coast Woods, 810 W. Hastings St., 
Vancouver 1, B.C 


Curtis 1953 Promotion 


Curtis Companies Incorporated, 
Clinton, Iowa, opened its 1953 adver- 
tising schedule in January trade mag- 
azines and in February consumer 
publications. As in previous years, 
Curtis promotion will reach archi- 
tects, contractors, carpenters and 
lumber dealers—-with a strong cam- 
paign in leading magazines in each 
field. 

An enlarged schedule in the biz 
circulation home magazines and farm 
journals and other publications will 
advertise nationally known Curtis 
products--the new Curtis kitchens, 
Silentite windows, New Londoner 
doors, and other long established 
trade names which Curtis has pro- 
moted for many years. Several new 
magazines have been added to tne 
Curtis schedule for this year. 


Midwest Preview of Alumatic 
Window - March 30-31 


Highlighted by the advance Mid- 
west preview of its new 1953 “3 
track” window, the Alumatic Cor- 
poration of America will outline 
complete product, advertising and 
merchandising plans for the new 
year on March 30 and 31 in a Mid- 
west meeting in Chicago. To be 
held at the Sheraton Hotel, the pre- 
view has been planned to _ include 
as many as 100 dealer guests on 
the first day and over 500 prospec- 
tive dealers on the second. Further 
information on reservations for pros- 
pective dealers may be obtained by 


writing or calling the Alumatic Cor- 
poration of America at its home of- 
fice, 2081 S. 56th St., Milwaukee 14, 
Wis. Also to be unveiled to the Mid- 
west audience is the new Alumatic 


FLOOR PLAN of Trend House created by Architects Sharp & Thompson, 


Berwick, Pratt and Associate Architect Fred S. Brodie, all of Vancouver. 


Canada’s Trend House in Toronto 


To provide home builders with a 
practical example of the versatility of 
British Columbia softwoods, the B. C. 
Lumber Manufacturers Association 
built its “Trend House” in Toronto. 
The organization was assisted by the 
Plywood Manufacturers Association 
and the Consolidated ted Cedar 
Shingle Association of B.C. 

Designed in the most popular small 


100 


home proportions, Trend House is an 
all-timber structure, 50 by 24 feet, 
of post and beam construction can- 
tilevered over a concrete block base- 
ment. Exterior is of western red 
cedar reverse boards and battens, with 
No. 1 5X red cedar shingle roof. Posts 
and beams are of Douglas fir, which 
has also been used for porch decking 
and interior and exterior stairs and, 


“pin-on"” storm sash for casement 
windows 

The theme of the Chicago meet- 
ing will be “Alumatic’s Got The 
Key for ‘53. This motif will be 
used to pinpoint the meeting and 
will be carried out through decora- 
tions in the Sheraton meeting room 
as well as in literature. In addition 
to the highlight unveiling of the 
window, dealers will hear about Alu- 
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IMMEDIATE @ 


DELIVERY! @# 


New Catalog! 


Illustrates and describes 
complete line of seven Bess 
ler Disappearing Stairway 
Models to meet all your 
needs. This new catalog 
should be in your files for 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 


The ORIGINAL disappearing 
stairway — made for over 40 
years. 

A real stairway—not a ladder. 
Seven well-engineered models 
—for every need. 
Safety-designed in every de- 
tail for your protection. 
Suitable for the finest homes— 
old and new 

Operates from above and be 
low 


Full width treads—SAFE tor 
everyone. 
ALL steps are of equal height 
Treads and stringers are made 
of Sitka Spruce. 
Full door width provides am- 
ple access for large objects 
. Full length SAFE hand rail 
- Accurate architectural design 
assures easy and SAFE 
ascending and descending. 
All metal parts are made of 
strong, SAFE pressed steel 
Repairs always available on 
quick notice for all models— 
no ‘‘orphans."’ 


- Doors made of White Pine and Fir in two 


panel and flush types; hardwood doors in 
flush type only 

Tailor-made for all heights—no short or long 
steps 

Hundreds of thousands in constant dally 


METAL 
BUILDING 





CORNERS 


TIME, MATERIAL 


Kees building corners of weatherproot 
28 gauge Zincgrip and aluminized 
steel give frame building corners that 
mitred look’’ without the slow, ex 
pensive work of cutting and fitting 
ends of the siding. Metal can scarcely 
be seen after building is painted 


FIT TIGHTER, LAST LONGER 


Lower flanges of Kees metal building 
corners overlap and make tight joints 
at lower edge of boards. Kees build 
ing corners prevent joints from open 
ing. No moisture can rot the siding as 
they are completely covered. 


ALL SIZES, MADE-TO-ORDER 


Kees has the most complete line of 
metal building corners—sizes and pat 
terns for all widths and thicknesses of 
lap-siding and for the more popular 
patterns of drop siding. 


Also corners for Masonite Siding 


ORDER FROM YOUR JOBBER 


use Write Dept. Al-7 for Free Catalog 
ready reference — write for 18. IMMEDIATE DELIVERY! 
your copy now! 19. Meets all building Sides. 


The Bessler Disappearing Stairway Co. 
1900 East Market $t., Akron 5, Ohio 


F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 





PREFERRED cri wstatsation 


COUNTERBALANCED 


®e lower cost 
*® installed faster 
* for better styling 


IMPROVED VINYL-PLASTIC 


Inexpensive windows 
make an excellent sell- 
ing point when they're 
hung with Pullman Sash 
Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
Engineered Balancing now specifying them for 
e homes, schools, hospitals 


Available in both low-cost standard gauge 
and Ye” heavy-duty thickness. 
Vinyl-Plastic throughout—no felt backing. 
Lasts for years! 

Can be installed on, above or below grade. 
Resists dirt, grease, acid, alkali and fire. 
13 striking color combinations. 


° ted 
Write today for full details! useuen Guanseres 
DEPT. M3-3 Pullman Sosh Balances are guar 


anteed against imperfect work 
manship or materials for the life 


Wercbtile cae ee ore 
FLOORING MOULTILE, INC. i) | WLM \ BS Allstate 


—all kinds of commercial 
and industrial buildings, 
The Pullman method per- 
mits quick installation (10 
to 1S minutes perw indow a. 
uniform mortise size— 
wide scope in window de- 
sign, m*ximum light area. 
Write today for full specs: 
Pullman Manufacturing 
Corp., 325 Hollenbeck St., 
Rochester 5, N. Y. 


Never Needs 
Adjusting 
a 


Now Nearing 70 Years 
of Like-New Performance 


SINCE 1929 
Joliet, Il. * Long Beach, Calif. * Newburgh, N. Y 





Buttpinc Propucts MERCHANDISER 





matic’s complete plans for the most 
promotional year in its history 
Blowups, charts and product samples 
will be used to illustrate and drama- 
tize material presented 

Alumatic will direct advertising 
to the building field for the first time 
in an attempt to sell its products 
as part of original equipment “pack- 
ages’’ with a new home The firm 
will also conduct a strong cam- 
paign in the commercial, institu- 
tional and industrial building field 


Serves More Speedily by Air 
Spot delivery and repair service at 

airplane speed distinguishes the sales- 

manship of Ralph Porter, Chicago 


Fairchild plane, Mr. Porter covers the 
major part of the state of Llinois 
for the Clarke Company. Removing 
the rear cabin seat of the craft en- 
ables him to load and carry as many 
as three heavier-type floor machines 
on each trip. 

3usiness and pleasure are combined 
in flying for both Porter and his sales 
assistant, Ray Thornhill 3oth are 
licensed and enthusiastic pilots. In 
the picture above, Clarke's air-minded 
sales and service supervisor transfers 
a MV8 Floor Sanding machine to the 
waiting car of a customer, Ray Fin- 
geld, at the Streator, Ml. airport. 


Malta Production, Promotion, 
Discussed at Annual Clinic 


The second annual Malta Wood 
Window Clinic, sponsored by The 
Malta (Ohio) Manufacturing Com- 
pany, was held February 11-13, at 
Malta, and Columbus, Ohio 

Purpose of the Clinic, according to 
Vern Gessner, sales manager, was to 
acquaint all Malta jobbers and their 
salesmen with the production and 
promotion of Malta wood window and 
door frames. Some 150 persons repre- 
senting 34 Malta jobbers east of the 
Mississippi attended the sessions held 
at the Deshler-Wallick Hotel 

Follewing a tour of the main plant 


discussions of Malta products the 
new Malt-A-Master fully balanced, 
removable sash, wood window unit; 
the Malt-A-Matic, a popular remov- 
able sash wood window unit, and a 
review of other window and door 
frames in the Malta line. The ses- 
sions for the day closed with a ban- 
quet at the Deshler-Wallick, at which 
Dr. H. H. Maynard of Ohio State 
University spoke on “Effective Sell- 
ing in 1953.” 

The Friday meetings opened at 9 
A.M. with a talk by Ernie Fritchie, 
president of the Columbus Home 
Zuilders Association. His topic was 
“Trend of the Times in Building,” and 
he described the highly successful 
“Parade of Homes” promotion held in 
Columbus last year. The rest of the 
day was devoted to a presentation of 
The Malta Manufacturing Co. adver- 
tising and promotion plans for 195° 
and a panel discussion on “Manufac- 
turing and Marketing Today,” with 
Vern Gessner as moderator 


S. H. Little Retires 


Central Lumber Company, Minne- 
apolis, Minn., announces the retire- 
ment of S. H. Little after 46 years 
of service as vice-president, treasurer 
and general manager. Mr. Little 
will continue as a member of the 
board of directors. 


branch manager for the Clarke Sand- 
ing Machine Company, Muskegon, 
Mich Traveling in excess of 115 
miles per hour in his four place F24 


at Malta February 11 the guests as- W. C. Morley, vice-president, suc- 
sembled in Columbus, and the first ceeds Mr. Little as general manager 
business session got under way at President Leonard G. Carpenter will 
9 am. The meetings were devoted to succeed Mr. Little as treasurer 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 





Trade Mark 


Manufacturer and Distributor 


©77 PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


Registered 











We can SELL it 
for YOU! 


Yes Sir, American Lumberman’s classified adver- 
tising section is devoted to your selling needs. We 
will list your business for sale, used equipment or 
help find a new man for vou! Check the dozens of 
ads now appearing in this issue—we'll do a good 
job as proved by the many repeat classified adver- 
tisers through the vears 


1912-1953 
ad 


FLAVELLE CEDAR LIMITED 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


for over 40 yeors 


Don’t forget that American Lumberman reaches 
some 25,000 interested persons every other Mon- 
day in its nationwide distribution. Check the clas- 
sified pages for rates or send us your ad and we'll 


quote you our best rate. 


PORT MOODY 8 C.. CANADA 
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| CARPENTER SQUARES 
AMERICA’S FIRST 
with 
CRAFTSMEN 
FOR EVERY USE 


Se TROWELS 
FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 
FOR THE TRADE 
FOR THE FARMER 


FOR THE HOUSEHOLDER 


“Quality with £conomy” 


NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA U.S.A. 











Over 40 Years’ Satisfaction 


DIAMOND 


HARD 
FLOORING 


Ist, 2nd & 3rd Grades 


Unit Packaged Flooring 
if desired 


Dealer Approved — Customer Preferred 


Fins quality Northern Hard Maple Flooring means DIAMOND HARD! 
For years dealers and builders have found DIAMOND HARD answers 
all needs of homes schools industry—wherever superior 
flooring is desired. And for economy DIAMOND HARD 2nd & 3rd 


Grades save up to 50° Better let us fill your flooring requirements! 


row = =J. W. Wells Lumber Co. 


Member 





Menominee, Michigan 











EFFICIENT LUMBER DISTRIBUTION 


WESTERN & SOUTHERN 
FOREST PRODUCTS 


Dependable Service Since 1928 
CALL US TODAY! 


Enhiwward J. Koza Company 


WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 24, ILL. 
TELEPHONE: ROGERS PARK 4-7148 


® for Asbestos Siding 
© for Lap or Bevel Siding 
Wood Shingle Siding 


They save application time and 

money, add to appearance and 

durability Kokomo Korners sim 

plify fitting, eliminate split siding, 

and planing or cutting af corners. Corners for 
wood bevel siding are aluminum, others are zinc, 
some available in colors. Holes provided where 
they are to be nailed. For complete details and 
free samples write— 


4 Die) ise i Neaall di. [cere 


4 211 S. Main St. ° Kokomo, Ind 


Burttp1Inc Propucts MERCHANDISER 








FE 
WOOD PRESERVATION 


WOODLIFE...the original water repellent preservative... 
is making profits and friends for lumber dealers every- 
where. Because WOODLIFE protects against swelling, 
shrinking, warping and checking of wood, and guards 
against decay and termites, it pays big dividends in 
customer satisfaction. Paint lasts longer when applied 
over WOODLIFE - treated wood. Make WOODLIFE 
your choice of a wood preservative. 


To better serve your customers, install 
a WOODLIFE treating tank. See your 
nearest jobber or write us for complete 


PENT Ahie eprenet 


information. 


akection Products Mfq. Co. 


KALAMAZOO T-7, MICHIGAN 


Manufacturers and Wholesalers of 


WOODEN FENCES 


We manufacture and sell 
all types of wooden 
fences. Rusticraft Fences 
are the choice of discrim- 
inating home owners 
everywhere—this means 
more sales, better protits 
for you. Lumberyards all 
over the country buy 
wholesale direct from us. 





Manufacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 
FENCES 

@ WOVEN CEDAR 
PICKET FENCES 

@ ENGLISH 
“Cs A a-purpore Fernniin chestnut tine 

@ POST AND RaiL , ee 
FENCES 


€ 
ait FENCE 
long-lastin® 


Fences, ™ 


iaths ovoilable- 


mony “ 


Write for Booklet & Prices 


Rusticraft FENCE CO 


DAVIO TEMDLER- Est. 1918-12 KING RO, MALVERM, PA. 











Annual Conference at Lowe Brothers Company 


\ three-day sales conference was 
conducted recently by The Lowe 
Brothers Company, paint and var 
nish makers, Dayton, Ohio 

Over 125 district sales executives 
salesmen, division and branch man- 
agers of the firm’s district and dis- 
tributor sales areas gathered for 
the meeting The group toured the 
firm’s lacquer and varnish, and paint 
factories as a part of the opening 
day’s program R. L. MePherson, 
general sales explained 
that the conference was 


manager, 
annual 


scheduled at Dayton to acquaint the 
entire sales organization with the 
research program, quality control 
and new methods of production em- 
ployed in the manufacture of the 
firm’s paint products 

New vigorous advertising plans 
and an action-packed sales program 
for 1953 were introduced during the 
meeting session. Sales policies and 
plans were also discussed 

Executives of the sales, advertis- 
ing and factory divisions particip- 
ated as program leaders 


the firm on NBC-Television, will illus- 
trate how the programs are cCarry- 
ing the Reynolds story to approx!- 
mately 30 million customers each 


week 


Kinzua Officers Reelected 


J. F,. Coleman, president of Kinzua 
Pine Mills Company, Kinzua, Ore. 
has announced the annual meetings 
of the stockholders and directors of 
the Kinzua (Ore.) Enterprise, which 
consists of the Kinzua Lumber Com- 
pany, Kinzua Pine Mills Company and 
the Condon, Kinzua & Southern Rail- 
road Company. Meetings were held 
in Phoenix, Ariz. during the last week 
in January, 1953. 

Officers and directors for the three 
corporations are identical and all the 
1952 board members and officers were 
reelected. These officers are: J. F 
Coleman, president; J. D. Coleman, 
first vice-president and general man- 
ager; Carl C. Coleman, second vice- 
president and logging manager; S. R. 
Dietrich, third vice-president; J. W. A. 


Luce, secretary; O. D. Baker, treasur- 
er and assistant secretary; C. W 
Johnson, assistant treasurer 
Reynolds to Show apolis Auditoriun,r Minneapolis, 
Minn., April 18 through April 25 
Building Materials The Reynolds exhibit will be in booth 
numbers 195 and 196, an area meas 
uring 6 by 20 feet 


Haynie Heads Allison Lumber 

New application of aluminum in 
building materials will be featured in 
the Reynolds 


William T. Haynie, who began hi: 
career in the lumber industry as a 
‘commissary clerk more than th 
decades ago, has been named presi- 
sponsored by dent and general manager of the 


Lifesize photographic cutouts of 
Metals Company dis- “Fibber McGee and Molly,” spon- 
play at the A. F. L. Union Indus- sored by Reynolds on NBC-Radio 
tries Show, to be held at the Minne- and Mister Peepers,” 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


Mfrs. of 
Genuine 


Lay emer Ae 


WHITE PINE srzcss, 


Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 
Rough or Dressed 
Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1952 




















aa 
This compact, lightweight, reversible-belt conveyor wees eee ‘ 
unit handles and elevates bundled and sacked com- > agg in he 4 — ow) | 
modities — flooring, lath, cement to proper height = _ F » te ages 
for loading materials into car or truck. Two types: "4 ~, of © all tumber items. an 
No. 11 elevates to 7 fi. 6 ins.: No. 16 elevates to 10 ft. = 

6 ins. Write for HANDIBELT Bulletin No. AL-33 Conte? os cn your 

needs. 





STANDARD CONVEYOR CO. 
General Offices 
North St. Paul, Minnesota 


Sales and Service in RAVITY & POWER 
Principal Cities 


CONVEYORS 
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YOUR _ 
DEALER PRODUCTS FILE 


The Most Complete, Up-to-Date, Authori- 
tative Lumber and Building Products Refer- 


ence Book Ever Compiled. 


28 Complete Sections — Over 700 Pages 


It's your No. 1 source for finger-tip data on 
types of products available composition, 
uses, sizes, patterns, styles, colors; quantities; 
application or specification data, charts, 
tables — and other information needed daily 


in buying and selling. 


RaW 
DPF WILL BE USED EAS ‘ TO U 


ALL YEAR LONG BY You'll find the DrF the easiest to use reference book in the 
YOUR ORGANIZATION field. It has the famous 10-second index combined with a 


Cyclopedia of Building Terms. Every common building term 


is defined and all principal materials are indexed by their 
OWNERS d managers : , : 

1 Maen. uses. The index to manufacturers products makes it easy to 
refer to the DPF constant- ? ‘ 
ly for information needed ; find manufacturers’ own data. 
to direct their retail and 


wholesale operations. 
i 
% 


NEATERC! Ho : 
DEALERS! Help Your Employees 


af 
Fy 


Jb 4 
BUYERS refer to the DPF i0 Help 


all year long in selecting 


and purchasing the prod Put American Lumberman & Building Products Merchandiser 


in the hands of your key personnel. Start their subscrip- 
tions with the DPF issue. The better informed your employes 
are the better able they are to do top-notch work for you. 


ucts they need and use. 


SALESMEN refer to the 


Same as last year, subscribers will receive their copy of the 
DPF constantly in helping 


DPF packed in a special corrugated carton—not just a wrapper 
customers select the prod- ‘ . —_ : 
—to prevent damage in transit. If your subscription is ex- 
ucts they need = 
piring may we recommend prompt renewal so that you will 


be sure to receive your copy of the DPF 


ESTIMATORS refer to the 
DPF for charts and tables 
to figure job costs and to 
determine quantities and 
sizes required. 


Bui_tpinc Propucts MERCHANDISER 





Allison 
Ala 

Mr. Haynie has been a part of Alli- 
son Lumber Company’s progress 
since 1920, when he was employed 
as a clerk. Later he became book- 
keeper and auditor. Elevated to 
sales manager in 1930, he served in 
this position for seven years. In 
1937 he was elected treasurer and 
general manager. He was named 
vice-president and general manager 
last year 


Lumber Company, Bellamy, 


Hammes 


Vanlandingham 


Hammes Succeeds 
Vanlandingham 


Ferd E. Hammes, recently named 
by Charles M. Hines, president of Ed- 
ward Hines Lumber Co., as director 
of lumber purchases for the Chicago 
retail operations, succeeds J. Herbert 
Vanlandingham who retired after 36 
years of service. Prior to acting as 
Mr. Vanlandingham’s assistant for 
eight years, Mr. Hammes, who joined 
the Hines organization in 1927, 
served as a salesman and yard man- 
ager. The Edward Hines Lumber 
Co., operates 25 retail lumber yards 
in the Chicago area, including a large 
main yard at 2431 S. Wolcott Ave., 
where the company was founded by 
the late Edward Hines in 1892 


Selck’s New Trademark 

As a part of the firm’s 1953 plans 
for streamlining and expanding its 
sales and _ distribution programs, 
Walter E. Selck & Co. has developed 
a new trademark. It is in the form 
of an elliptical seal bearing the legend 
“Selckraft-—Mark of the Craftsman.” 

The new seal will be incorporated 
into the name-plates of the tools and 
equipment in the Selck line 


Answers to What's Your Answer? 
Stop! Read questions on Page 84 
1—-Wages and salaries. 
p. 64. 
2—-Acme Appliance 
Pasadena, Calif. 


See story 


Mfg. Co., 
See ad p. 3. 
3---Hechinger’s, Washington, D.C. 


{ Colonial Cedar Co., Inc., Seattle, 


106 


Wash. See ad p. 8. 


5—-About a dozen. See story p. 57 

6 Spacemaster folding doors. See 
ad p. 23. 

7—-Gone in for co-operative adver- 
tising, wth the emphasis on dry lum- 
ber. 

8—Quick - Spray By 
Bronze Paint Corp., 
Ohio. See ad p. 30. 

9--The Clark Equipment Co., Bat- 
tle Creek, Mich. See p. 70. 

10 Waterlox By the Empire 
Varnish Co., Cleveland 4, Ohio. See 
ad p. 69. 


Sheffield 
Cleveland 19, 


OBITUARIES 


HOWARD T. GRIFFITH, assist- 
ant secretary-treasurer and a direc- 
tor of Cherry River Boom & Lum- 
ber Co., Scranton, Pa., died Feb. 25. 
He was 55. 


FRED HERRICK of Spokane, 
Wash., died in his 95th year. His 
daughter, Mrs. Helen Malsed, gives 
this report: His ability was amaz- 
ing. Through sheer ability, acumen, 
and determination he parlayed a $20 
log (purchased when he was a boy 
in his teens) single-handedly, into a 
personal fortune that in today’s cur- 
rency, would be more than $20 mil- 
lion . . . He was the first lumber 
man in the state of Idaho to grant 
the 8-hour working day to the men 
in the woods. Because he at heart 
was a pioneer, Fred Herrick under- 
took when past 70 years of age, one 
of the few major timber develop- 
ments left in the country—the pur- 
chase of the isolated Malheur Na- 
tional Forest in southeastern Ore- 
gon. If it had not been for the de- 
clining lumber market of the 1928 
depression, he would have been able 
to withstand the terrific preliminary 
expense of bringing a railroad into 
that part of the state, etc., necessary 
before the 50-program of cutting 
could get under way. He never re- 
gretted the pioneer instincts that 
cost his fortune. 


WILLIS P. WEBER, 80, president 
of the Powell Lumber Company, Lake 
Charles, La., died at his home, Feb 
25. 

Although he had been in poor 
health for some years, Mr. Weber 
had taken care of business affairs 
until just recently when he became 
seriously ill. 

Mr. Weber had been in the lum- 
ber, rice and grocery business in 
Lake Charles since 1896. At the 
time of his death he was president 
of Kelly, Weber and Company, Inc., 
Powell Lumber Company, Farmers 
Land Canal Company. Farmers Rice 
Milling Company, Lake Charles 
Grain and Grocery Company, the 
Quincy Lumber Company of Quincy, 
Calif., and the Quincy Railroad Com- 
panv. Weber-King Lumber Company 
and the Weber-King Manufacturing 
Company, in all of which he was one 
of the original organizers. 

Mr. Weber, George M. Kine and 
D. A. Kelly formed a partnership in 


Viarch 


1896 and bought and operated a re- 
tail grocery store. In 1902, the three 
partners entered a wholesale grocery 
and grain business and formed the 
corporation Kelly, Weber and Com- 
pany. 

Later, out of a venture in the lum- 
ber business, they purchased the 
Powell Lumber Company with Mr. 
Weber taking active charge in 1906. 

Other ventures in both the whole- 
sale grocery and grain and the lum- 
ber business followed, until today the 
Weber enterprises are farflung and 
have been an important factor in the 
development of southwest Louisiana 





HOW TO SELL SEMI- 
FINISHED HOMES 
(Continued from page 62) 





With over a year’s experience 
behind him in building and selling 
“semis,”’ Nichols conducted a real 
sales campaign for his latest ven- 
ture — Broadview Acres. Here's 
how his campaign ran: 


1. Readied five model homes for 
inspection and announced 
their opening in the local 
newspaper. 


. Mailed letters to prospects 
those whose names had been 
on file for the past six months. 


3. Handed out brochures and 
other information at the open- 
ing, stressing the value of 
home ownership, the savings 
that come from doing your 
own finish labor. 


. Registered each person for 
door prizes (a TV set, a box 
of silverplate, an electric cof- 
fee maker) and afterwards 
sent a letter to each regis- 
trant announcing the winners. 


. Offered an incentive prize to 
every contract signer—a com- 
plete set of studs for the 
whole house. 


). Supplied everyone with a ma- 
terials list, diagrams and two 
pages of detailed instructions 
on how to install plumbing 
fixtures. 


For under $5,000 people in the 
Ft. Worth area can have a John- 
son-Campbell house by doing their 
own plumbing and finishing labor. 
The latter helps reduce the cost of 
finishing to about $1,500. And 
with the 412 room house they can 
also have an attractive landscaped 
lot, 75x140 feet. 

It’s no wonder that over 2,000 
interested persons were on hand 
opening day (Jan. 24) to see the 
Broadview Acres addition. 
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No better door 
at any price! 


Style King is the better value, all wood flush door that’s 
tailored for handsome profits. Its beautiful 3-ply Birch faces 
conceal the finest construction features and materials on the 
market — making it an outstanding buy for your customers 
and an outstanding seller for you. No 
Style King is guaranteed against defects 
recognized wholesalers everywhere 


cut-rate’’ quality. 
It's distributed by 





Let us send you full profitable dteails. Inquire today. 


STYLE KING DOOR CO., 


Detroit Office 
9946 GREENFIELD ROAD (27) 
VErmont 8-7047 





. 
Sales Office and Plant 
P.O. Bor 71 — MANSFIELD, OHIO 
Phone J-1096 








THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 











TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 


“In the Heart of 
The Deep South” 


Company 
cree — Mississipp| j 
Bes _ P.O. Bax 391 











OAK 
FLOORING 


FROM URANIA'S 
MODERN FLOORING PLANT 


SHIPPED IN MIXED CARS 


with 


Southern Pine — Southern Hardwoods 


Urania's Oak Flooring is consistently the best 
It's preferred stock because of its superior quality 
and dependability. It's bright, clean, good-look- 
ing. It's manufactured with the latest, modern 
equipment. 


And you receive prompt, courteous service with 
each order you place with Urania. 


Posts, poles, piling and creosote timbers pres 
sure treated. 


Put your needs up to 


Urania Lumber Co. 


LUMBER MANUFACTURERS AND 
TREE FARMERS 


Urania, Louisiana 


Member 
S.P.A. — $.P.1.B. — S.H.P.1. 


| A TIME-TESTED SOURCE OF SUPPLY 














AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 
S AV t S $20 te $50 & MONTH 


30 Deys Free Trial 
——_ 
ats mOwW O8 SIND FOB 
cracuaa 


TANNEWITZ WORKS 
md 


Caanwe farros 
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s PRICED 
for 
VOLUME! J 


usive Interlock & Ventilat 
ing Features. 


@5 Quarter Frame 


Z © Specially Treated Stain. 6x ‘ 


Exclusive 


Territories Available. Price | 


List & Sample on Request 
( Pp r @ PAPOOSE — the most 
Gi:0)lere Mae). Wile). 
STORM WINDOWS 
Ware PHONE OR WIRE FOR FURTHER INFORMATION 


LY Futhke <i 


MANUFACTURING COMPANY 
13330 W. MeNichols Road, Detroit 35, Mich. 


Combination. 


Phone 
av 





economical Redwood | 


| 
| 














Classified 
Advertising 


All ads for classified section must be in Pub 
lisher’s office 10 days preceding date of pub- 
lication Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisment 
No agency commission or cash discount 
allowed 


Rates 
1 Time 10c per word for each insertion 
Minimum charge of 50c per line 


-9c per word for each insertion 
Minimum charge of 45¢ per line. 
8c per word for each insertion. 
Minimum charge of 40c per line. 
7c per word for each insertion. 
Minimum charge of 35c¢ per line 

Terms Cash With Order 

Minimum Charge $2.00 


3 Times 
6 Times 


26 Times 


For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, reqular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN |UMBERMAN & 


BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ml. 





HELP WANTED 


EXECUTIVES 

We urgently need experienced lumber per- 
sonnel! for various locations throughout US 
and Canada. Qualified men with good records 
will be sponsored on a fee basis for the 
following: Yard Managers, Sales Mars., Es 
timators, Countermen, Servicemen, Yard Fore 
men, Billers & Detailers, Salesmen, Millwork 
Plant Supers., Trainees and many others. Tel! 
ss what you want. HINES FXFCIITIVE SERV 
ICE, 5355 W. North Ave., Chicago 39, Mlinois 
WANTED Associate editor; part-time field, 
part-time office editorial work. Must have 
knowledge of lumber dealer problems and 
operations. Must be fast. accurate writer; 
qualified photographer with press-type cam 
era. Good opportunity for personable, agares- 
sive man in growing organization. Write 
resume personal background and work ex 
perience to Box F-46, American Lumberman, 
Inc. 


HELP WANTED—MALE 
RETAIL MANAGER—Well established Wash 
ington lumber, millwork, and building supply 
firm has an attractive opening in Its Retail 
Store for a man with modern merchandising 
ideas, who has had responsible experience as 
manager or assistant manager of a retail 
lumber yard. Write in detail specifying age, 
education, training, expected starting salary. 
and complete work experience, indicating 
particularly any success in promotional ac 
tivity with home owners. Present employer 
will not be contacted prior to Interview. Reply 
ersonal attention Owner, P.O. Box 58609, 
ashington 14, D.c. 


LUMBER JACKS & JILLS TOO: 
Why trust to luck in locating your new pos!- 
tion? We either have. or will develop the job 
you want In any section of the U.S. or Canada. 
Qualified persone with anced records snon 
sored on a "NO JOB NO COST” basis. Tell us 
your wants. Confidential 

HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Illinois 


WANTED--Man bookkeeper, 25 to 40 years 
old with knowledge of retail '»mber busines« 
to work as assistant to auditor in qeneral 
office Good future assured. Salary open 
State experience and reference in first letter. 
Address Box G-21 American Lumberman, Inc. 


WANTED.-Managers and assistant managers 
for retail yards in Missouri and Kansas. Salary 
commission and expense arrangements. Give 
experience and references in first letter. Ad 
dress Box G22 American Lumberman, Inc. 





Wanted—Yard Manager for small county yard 
in town of 500—salary and commission should 
run $6000 per year. Located within 50 miles 
of Peoria, Illinois. Address Box F-47, Amer 
ican Lumberman, Inc. 
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HELP WANTED 





Experienced whol le sales ger that can 
handle Wholesale Lumber Department of our 
business. Should be experienced in telephone 
and mail buying and selling of yellow pine. 
southern hardwood and fir lumber. Will pay 
a straight salary or salary and percentage of 
net profits. We have ample capital. 
GRAYSON LUMBER COMPANY 
Birmingham, Ala. 








Wanted—-Experienced Lumberman with 
initiative who can buy and sell! all 
types railroad material and industrial 
items. Profit Sharing Basis. Location 
Chicago or West Coast. 4Al Company. 
All replies strictly confidential. Ad- 
goons Box G-23 American Lumberman, 
nc. 


SHOP FOREMAN WANTED—Must have cus 
tom millwork experience in Florida, and qual- 
ify to take complete charge eventually. State 
number of men handled by you, length of 
service with each past employer; state marital 
and health status, lowest starting salary and 
submit a RECENT snap shot. This is an ex 
cellent opportunity for executive type of super 
visor. Our employes know of this ad. Reply 
P.O. Box 207, Atlanta, Ga. 





Wanted—Experienced Lumber Salesman to call 
on retail yards. Address Box G-20 American 
Lumberman, Inc. 


SITUATIONS WANTED 


MILLWORK -DETAILING 


Let a greg of experienced millwork detail 
ers with 30 years experience. commercial and 
residential. do your detailing. Cost reason- 
able. Results guaranteed. Add-ess Box V-71 
American Lumberman. Inc. 











Wholesale Lumber Merchandiser available 
immediately. Broad acquaintance with Soufh- 
ern and estern Producers Comprehensive 
knowledge of retail Industrial und Railroad 
requirements. Accustomed to hanaling large 
volume. You furnish the capital—I will do 
the job. Address Box E-36, American Lum 
berman, Inc. 


MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience, large vol 
ume detailed millwork. Good expediter. Refer 


ences. Address Box E-52, American Lumber 
man, Inc. 








Graduate Forester, age 28, married, veteran, 
desires position with private company in Lake 
States, Midwest or East. Some forestry expe- 
rience. Address Box G-33 American Lumber- 
man, Inc. 
Wanted—Position as Sawmill and Planing Mill 
Superintendent. 20 years experience and can 
produce the best of results; also references. 
Address Box G-24 American Lumberman Inc. 


First Class Hardwood and Hemlock and White 
Pie- To enector desires position in Wisconsin 
or Michigan. Address Box G-25 American Lum- 


berman. 





Lumberman, age 44, experienced in all phases 
of retail operation, seeks permanent position 
aS manager or assistant with well established 
firm. Address Box G-26 American Lumber- 
man, Inc. 


SALES REPRESENTATIVES 
AVAILABLE 








Building material salesman 20 years ae 
ence, establishing as mifrs. agent, wants 

for lowa territory. Wall and ceiling items 
preferred. Address Box F-37, American Lum- 
berman, Inc. 


SALES REPRESENTATION 
WANTED 


DISTRIBUTORS for CHEVRONS, amazing new 
wood fasteners with countersinking tool. En- 
dorsed by leading lumber and building mate- 
rials dealers. Protected territories. E. B. Pack- 
ard Co., Inc., manufacturers, 139 Cedar Street, 
New York 6, N. Y. 








Wanted—Sales Representatives to sell line of 
corner china cabinets and drawer cases to re- 
tail lumber yards. Write giving territory de- 
sired—Harris Products, Inc., Amherst, N.H. 





Mari h 


WANTED — RAILS 


RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO., INC. 
4i11-A Railway Exch. Bidg., St. Louis 1, Mo. 








STEEL RAILS 
Any Quantity—Any Size 


MIDWEST STEEL CORPORATION 
$18 Dryden St.. Charieston, W. Va. 


BUSINESSES FOR SALE 


FOR SALE: Retail Building Material Business in 
Central Texas. Situated at junction of two 
U.S. Highways in City Limits of excellent fast 
growing town. Owner must sell. Priced 
right. Address Box F-4l1, American Lumber- 
man, Inc. 











Old established lumber yard with new store 
and office combination in small town located 
in excellent farming area. Good equipment. 
Handles complete line of lumber, builder's 
hardware, paint, and tools. Only yard in 
town and located on U.S. Route 150. Has 
railroad trackage. 


Owner wishes to change 
climate. . 


Write Box G, Alpha, Llinois. 





FOR SALE—Old established lumber yard in 
small town. Reason for selling: Owners wish to 
retire, This is the only yard in town, which 
is ideally located in a good farming area. For 
complete details write Shipman Lumber, Ship- 
man, Illinois. 





FOR SALE: Profitable combination lumber, 
building materia! and hardware store in West- 
ern Oregon's fertile Willamette Valley. Pro 
gressive Danish community of 3,000; diverse 
industries; excellent schools; terms to respons- 
ible parties. Requires three people to oper- 
= Addres Box F-51, American Lumberman, 
ic. 





For Sale: Old established lumber yard in 
large industrial city in upstate New York. Prop- 
erty consists of 2 acres of land with R.R. sid- 
ing and 7 buildings in fine condition. For full 
information write Box 1086, Schenectady, New 
York. 


BUSINESS PROPERTY FOR SALE 
Well established Hardware and Lumber busi- 
ness in good trade territory in Western Da- 
kota city in active oil basin. Fisher-Graham 
Agency, Dickinson, North Dakota. 


Lumberyard—Two acres land, large building, 
trucks, saws, etc. Complete operation $35,- 
000.00 plus inventory. $20,000.00 down, bal 
ance easy terms. Gross sales now over §100,- 
0u0.00. Uniimited possibilities if field is 
worked. In Illinois near St. Louis. Address 
Box G-27, American Lumberman, Inc. 


FOR SALE—Established business. Retail lum- 
ber and building materials. Located Southern 
Indiana. Annual volume in excess of $200, 
000.00. All New Buildings and in operation 
now. Both city and rural trade. Reason for 
scllirg to liquidate estate. Address Box G-28, 
American Lumberman, Inc. 





ONE OF THESE LUMBER YARDS — 
can be yours! 


You may select from any of our 9 different 
retail yards offered for sale in Missouri and 
Kansas. If you can answer these questions, 
we can help you become “your own boss” in 
the lumber and building material business. 


1. Approximately what cash investment? 

2. Intend to manage business yourself? 

3. Location or any other preferences? 

With this information, we can direct you to 
the business which best fits your needs. Write 
now to SIRIEBY REALTY (lumber business 


specialists), 210 Westport Road, Kansas City 
11, Missouri. 





RICH TEXAS GULF COAST 
Well established lumber and building mate 
rials yard located between Houston anc 
Corpus Christi, Texas. Annual sales ove 
$300,000.00. Inventory about $45,000.00. New 
modern office and plenty of shed space. Ad 
dress Box G-29, American Lumberman, Inc. 
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BUSINESSES FOR SALE 





Retail yard and planing mill. Central Ohio 
Buildings, stock and land. Address Box G-30 
American Lumberman, Inc. 





SOUTHERN CALIFORNIA LUMBER CO. For 
Sale—Established over 50 years ago; three 
yards. Best reasons for selling: price reduced 
to $67,500 for the three yards; inventory extra 
Twohy Lumber Co. (Brokers), 714 W. Olym 
pic, Los Angeles 15. 





FOR SALE-—Old established, profitable lumber 
and building material business, no real estate 
involved, substantial city of 30,000 population, 
in Northern Illinois. Address Box G-31, Amer 
ican Lumberman, Inc. 





PROMPT SHIPMENT 





Building Paper (36°—500 sq. ft.) 
King Nails Bags—(larger opening) 
Twine (for tying lumber) 

Siding Corners (including 5% in.) 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 

Adjustable Shelf Supports 

Sliding Door Hardware 

Wall Ties 

Area Walls 


HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, Ml. 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MIN OTA SHECIALTY CO., Inc. 


eapolis 





Advertising Yardsticks 
Basswood, 2-color. Same price 1-color. 
Also Paint Paddles. Immediate shipment. 

R. J. DUMONT CO. 

431 Stevens St., Geneva. IIl. 





1,000 EMBOSSED BUSINESS CARDS 
$4.25 postpaid. Black or blue ink. Send for 
free samples and style chart. 

uotations given on all 
Printing — Offset — Engraving 
State Printing Service, Dept. D8 
200 West 34th St. New York 1, N. Y. 





BUSINESS OPPORTUNITIES 


FACTORY BUILDING — 23,000 sq. ft. floor 
space; fireproof; 3 floors; N.Y.C. RR sid- 
ing; by stream; Heart of Catskill Mt. wood 
supply; low taxes; priced to sell. Inquire 


George Flower & Son., Inc., Hobart Del. Co., 
New York. 








LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industria! Clears, al! 
sizes, from our plant. 


Millwork Blanks 


Cut Stock 
Ladder Rails & Parts 


Mouldings 
Your inquiries answered promptly. 


Al Clements Lumber Co 
PC; Box 908 
Eugene, Oregon 
TWX EG 049 Tele. 5-3317 





AHOSKIE 
FABRICATION CO., INC. 


P. O. Box 188 Phone 3183 
AHOSKIE, NORTH CAROLINA 
Specialty: C & Btr. KD Yellow Pine Rough 
1,000,000 ft. 2x6 RL Air Dried No. 2 Com. & 
Btr. Cypress S4S or S2SCM at $94.00 M’ FOB 
Ahoskie, N. C. Ready for immediate shipment 
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LUMBER & DIMENSION 
FOR SALE 





We have several thousand feet of B&Btr 4x6 
Boston pattern fir gutter lengths 6-20, heav- 
iest 12, 14 & 20’. Will sell random or reason- 
ably specified lots at 43c per lineal foot 
f.o.b. Cadiz, Ohio. Dealers only. LONG FIR 
GUTTER CO., CADIZ, OHIO. 


FOR SALE: Peeled Northern White Cedar Posts 
& Poles. A. M. Rhoda Yard, Bemidji, Minn. 


West Coast Kiln Dried D. F. Industrial Clears 
n all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA inspection 
ertilicate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon, Phone 5-6312 





QUICK SERVICE TO DEALERS 
CL or LCL Shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 


Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 


FOR SALE: Appalachian Hardwoods. 

car 4/4 No. 1 C&Btr. Hickory 

car 4/4 No. 2 Common Hickory 

car 6/4 No. | C&Btr. Hickory 

car 8/4 No. 2 C&Btr. Hickory, 25°; No. 2 
cars 4/4 No. | C4&Btr. 8PAWHND White Oak 
car 6/4 No. 1 C&Btr. BPEWHND White Oak 
cars 8/4 No. 1 C&Btr. BPSWHND White Oak 
car 6/4 Sound Wormy Oak 


J. Walter Wright Lumber Co. 
Bristol, Tenn. 


USED MACHINERY FOR SALE 


FOR SALE — Complete Saw & Planing Mill 
Double Rotary, Steam feed, 4 saw Edger, 2 
saw Trimmer, Live rolls, Slasher, 185’ Log 
haulup chain and Rig, two Boilers, Stacks and 
Engines, Heavy Planer and Matcher with pro. 
file, 6 Berlin Sand Resaw, Motorized Rip & 
Cutoff Saws, Belts, Shafting, Conveyors, Saws, 
Knives, Filing Room Equipment sf complete 
for immediate use. Capacity 2500’' PH Hard- 
wood, 3500’ in Softwood, for use on present 
location or to be moved. Owner retiring. 
BOWLER LUMBER CO., BOWLER, WIS. 


Re 











REBUILT & GUARANTEED 
FORK LIFT TRUCKS 
Ross 


Model HT-19 Capacity 6,000 lbs. 
Lift 10 ft. 


Ross 

Model HT-16 Capacity 12,000 Ibs. 
Lift 10 ft. 

Cab 


Ross 

Mode! SH-15 Capacity 15,000 Ibs. 
Lift 17 ft. 6 in. 

Cab 


Gerlinger 

Model PH 962-130 Capacity 18,000 Ibs 
Lift 14 ft. 2 in. 

Cab 


Gerlinger 
Model PH 862-130 Capacity 16,000 lbs. 
Lift 17 ft. 6 in. 


HARVARD EQUIPMENT CO., INC. 
295 CAMBRIDGE STREET 
ALLSTON 34, MASS 
ST 2-0826 


USED MACHINERY FOR SALE 


WE ARE CHANGING TO A 60x60" CARRIER 

and Lift Truck package and have the follow 

ing 54x54" equipment for sale: 
Two Series 70 Model 6657 Ross Straddile 
Carriers, 54x54", each with operator's cab 
and steering wheel guards and F.6209 Con 
tinental motor and Two Model 16 HT Ross 
Lift Trucks with 24° lift, 54° forks, adjust 
able side-shifting carriage, operator's quard 
with all standard equipment otherwise 
added. Models 1948 to 1950. 

Machines in splendid shape—now being used 

regularly, available because of our switching 

of stacking package standards. 


HUSS LUMBER COMPANY 
2301 N. Racine Avenue, Chicago 14, Illinois 








Stearns Jolcrete No. 7 Block Machine com 
plete, in good running condition—Elect. switch 
boxes, extra vibrator motor, two 8” mold boxes 
and pressure heads—one 4° mold box and 
pressure head, pressure heads for 8" corners, 
sash, pilaster and bull nose blocks, cores and 
pressure heads for 8 halves in commons, 
corners, sash and bull nose—4200 4” steel 
pallets—2900 8° steel pallets—450 8" corner 
pallets—200 8 sash pallets—-150 8°’ pilaster 
pallets—600 8” half pallets for commons, cor 
ners, sash, bull nose—-check plates and attach 
ments for 8°’ bull nose—-both round and single 
round corners—one Stearns hydraulic Off Bear 
er—all cleaned and ready for immediate use 
Address Box G-32, American Lumberman, Inc 


For Sale—New Fairbanks Morse Truck Scale, 
20 Ton 24'x10'—$1,200.00 F.O.B. Rising Sun, 
Md. EE. R. Deibert Company, Rising Sun, 
Maryland. 





FOR SALE—1 Raybond, Model 2-H, Electronic 
Pneumatic Glue Press, 47'2"x64 capacity. 
automatic controls, complete, excellent condi 
tion, $10,500.00. 

1 Bell Dowel Machine, 4" to 1'2” 
excellent condition, $1,000.00. 

SITKA SPRUCE LUMBER & MFG. CO., P.O 
Box 295, 2500 Genesee St., Kansas City 8, Mo 


Dowels 





Closing out mill containing machinery listed 
below. Will sell all or any part far below 
cost: 


Wysong Miles hollow chisel mortiser 5 H.P., 
direct drive, can be used 16, 30, or 45 min 
utes, one year old $1,100.00 

Lea Mortiser and relisher 3 H.P. 
belt drive $350.00 

Lea Dependable gang type rip saw 
15 H.P. belt drive ana teed $300.00 

Lea Multiples steel table 5 H.P. 
direct drive . 

Lea Sash and door sticker belt driven 
3 heads, belt driven $1,200.00 

Lea surfacer, 30°’ buss direct drive, 
belt feed $1,700.00 

12” jointer 7 ft. bed round head, direct 
drive $800.00 

Eaqlesfield double spindle shaper 3 H.P. 
direct drive motors $400.00 

Dependable combination knife and head 
grinder 30°’, one year old $300.00 

84°’ Womack air clamp 300 lb. compressor 
tank 1 H.P. motor $650.00 

24 mill trucks Each $10.00 

One 25 H.P. Phelps Blower $300.00 

One 20 H.P. Phelps Blower $285.00 

One 40 H.P. Electric motor $195.00 


Write, wire or call Marvin Sears 2-2341, P.O 
Box 116, Midland, Texas. 


BOOKS FOR SALE 


$350.00 








WOOD STRUCTURAL DESIGN DATA. Com 
piled by National Lumber Manutacturers 
Association. Information on physical chem 
ical. and mechanical properties of wood and 
tables showing how ‘oc determine the correct 
size of member. also on standard sizes, mear 
urements. and trade terms. Price $7 SO 


SCRIBNER’S LUMBER AND LOG BOOK. io 
dispensable for lumber merchants. sawmil! 
men. etc. Vest pocket size of 1950 pages 
giving tables on scantling and plank meas 
ures, round timber reduced to square timber 
and round logs reduced to inch measure by 
Doyle's Rule log tally caiculations. and othe 
valuable intormation Price $1.00. 
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the boys 
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ind gals buoyant 

. 7 . 


begin to feel 
td allant 


All the 


average man wants in a woman are the bare necessities 
. 


Many girl é thir man’s 


everything to hi 


imagination and 
7 


Wife: “I’ve been asked for a reference for our last maid. I’ve said 
he’s lazy, unpunctual and impertinent. Now, can I add anything in 
her favor?” 

Husband “You 


appetite 
and sleeps weil.” 


might say that she’s got a good 


. 
With n hlines get er 
thing shorter tt sure? 10d thing that so many 
gals go in for wide belts 
. . >. 


and the possthility of skirt 


of the 


Push is a form of 
almost as far as pull 


energy that will get an eager young man 


. 
Some girls may be zg ] , thine ha they're 
thing 


eldom 
naughty for n 
- . 
The 
these days, time is money 
shopping for you 
We know the sources and the quality they produce, be it hemlock 
from Canada or pine from way down south 
Our offices in Oregon, Washington, British Columbia and Ohio 
cover the field and constantly check the available supply and 
quality of all kinds of lumber. We can arrange for you to have 
what's mght at the time and place you want it 
. . 7” 


wise buyer shops around—if he has time. In most cases, 


So, let the MAUK lumber Co. do your 


Bimele Celia save mony fellow 
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going pia ind undoing 


’ idea of a 
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answered the inmate 


mental 
W ishington,” 


A visitor to the 
“George 


institution inmate his hame 


“But vesterday you told me you were 


A guard spoke up Abra 


ham Lincoln 
The inmate replied sadly. “That was by my first wife’ 
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Do You Know Why 


Do you know why she 


Dep't 

keeps his love 
them to keep her, later on 

Do you know why he’s the man of the hour? 
told him to wait just a minute 

Do vou know why MAUK is a name to remember? 
it the right price 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo 4, Ohio 


letters? Because she expects 


Bec ause his wife 


Be cause it 


means quality 
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-when the o> 
early birds change- 
over this easy way 
from storm sash to 
screens 


The seasonal change-over in spring and 
fall is no longer a laborious task after the 
installation of National hangers. Sash lift 





off and on so easy and latch automatically 
in position. 


The hangers are so constructed that 
they hold the screen or sash firmly in place 
and prevent rattling. Each set wrapped in 
a separate package complete with Sher- 
ardized screws for a first class installation. 


Your customers will welcome the extra 
hours they can save each season and thus 
be able to divert this time to gardening or 
other pleasurable hobbies. 




















No. 86 Nois-Less Storm Sash Adjuster Set 


A hardware favorite for 50 years 


od 


MANUFACTURING CO. 
STERLING, ILLINOIS 





Why 


BRIXMENT 


IS 


WATERPROOFED 


Brixment is permanently waterproofed, 
during manufacture. with the most effective 
air-entraining waterproofing agent known. 


The presence of this waterproofing can be 
/ I + 

demonstrated by making the crater test 
shown in Figure 1. Its effectiveness in 
preventing the passage of water through 
Brixment mortar can be demonstrated by 
making the test shown in Figure 2 


&e te &Hett & 
The waterproofing in Brixment gives you 
three practical benefits which are not avail- 
able in ordinary cement-and-lime mortars: 


| HELPS PREVENT LEAKY WALLS 


Even under pressure, water cannot read- 
ily pass through Brixment mortar. 
Therefore, if the face brick are back- 
plastered with Brixment = mortar, an 
effective barrier is set up against the 
passage of water to the inside of the wall. 


? GREATLY INCREASES DURABILITY 


Water cannot readily penetrate Brix- 
ment mortar. This prevents the mortar 
from becoming = saturated therefore 
helps protect it| from the destructive 
action of freezing and thawing to which 
it is subjected many times each winter. 


HELPS PREVENT EFFLORESCENCE 


Waterproofed Brixment mortar checks 
the passage of water and keeps it from 
percolating down through the wall, dis- 
solving salts which may be in the 
masonry materials, and carrying them 
to the surface. 


These advantages will be deseribed in detail. 
in subsequent advertisements. Watch for 
them! 

Louisville Cement Co.. Louisville 2. Ky. 
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fs Shes tes 


FIGURE 1 


Pour out a pile of Brixment and a pile of ordinary cement and 
lime. Make a crater in the top of each pile. Fill each crater with 
water. Note how the cement-and-lime mixture absorbs the water 
immediately. Note how the waterproof Brixment holds it. 


FIGURE 2 








Aa > = a. 











Prepare two slabs of mortar, one 


After 24 hours, note how much water 
with Brixment and one with non-wa- 


has gone into and through the non- 
terproofed materials. After mortars waterproofed mortar, and how little 
have hardened, seal a !amp chim- water has gone into or through the 
ney to each of the mortar slabs, us- Brixment mortar 

ing wax or candle grease, and fill 

with water 








